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SERVICE CHARGES: Country Bank Commission discusses decontrol (See page 34) 


This Month: 


CODE FOR CREDIT INQUIRIES by Alvin C. Whipplinger 





PLANNING THE WORK OF A FARM REPRESENTATIVE by John I. Smith 


TIME TO REVIEW SERVICE CHARGE PROGRAMS? by George R. Amy 
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Checks on Hammermill Safety 
provide protection against tampering 


Hammermill Safety paper protects your custom- 
ers’ checks because it is made with a specially 
sensitized surface which instantly shows up the 
slightest erasure or other alteration. 

What’s more, checks you supply on Ham- 
mermill Safety do an outstanding public-rela- 


tions job for your bank. Customers are pleased 


of 





or Division 
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——- Your bank is well 
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with its quality appearance and smooth writing 


surface. And, because Hammermill is ““THE BEST 
KNOWN NAME IN PAPER,” you get added prestige 
when your checking-account depositors see the 


words “HAMMERMILL SAFETY” on every check. 


Why not investigate the qualities of this fine 
check paper and judge for yourself the protec- 
tion and good will it can provide? Ask your 


printer or bank lithographer to show you samples. 


ERIE, PENNSYLVANIA 
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Bank Cooperation 

Sirs: Here in Philadelphia the City 
ysed to have neighborhood offices where 
property owners could pay taxes. This 
year, for the first time, these offices have 


-CityTaxes 


The banks will help 
you pay by mail...even 
if you have no account 


Avoid the crush of taxpayers at City Hall. 


Crowds are bigger than ever this 
year with Branch Tax Offices closed. 


Go to the bank nearest you— 


WHETHER YOU HAVE AN 
ACCOUNT OR NOT. You can 
buy a Bank Money Order (Regis- 
tered Check) or a Cashier's check 
or a Treasurer's check. Use it to 
pay your taxes by mail 


Save time and trouble and carfare. The 


bank’s charge is about the same 
often less—than the cost of a Post 
Office Money Order. 


. 
Mail the check and your tax bill to City 


Hall. If you want a receipt, send a 
stamped, return envelope. 





Remember. . 


. If you pay your real estate taxes 


before April 30 there is a 1% discount. 


THE BANKS 
OF PHILADELPHIA 


(Phitedelphio Clearing House Association) 








been closed. Citizens, therefore, have 
had a choice of paying taxes by mail or 
making a trip downtown to City Hall. 

With the City expecting a record rush 
as the April 30 deadline for tax dis- 
counts approached, the local banks de- 
tided to cooperate by running the en- 
closed advertisement. This invites Phila- 
delphians, whether they have accounts 
or not, to visit the banks to purchase 


bank money orders, treasurer’s or cash- 
ier’s checks in order to make their pay- 
ments by mail. 

The advertisement is signed “The 
Banks of Philadelphia” because it was 
felt this would be better understood than 
“Philadelphia Clearing House Associa- 
tion.” 

ROBERT H. WILSON, 

Girard Trust Corn Exchange Bank, 

Philadelphia 2, Pennsylvania 


Finaneing Motor Carriers 


Sirs: We want to express our appre- 
ciation for the article on our booklet, 
“Financing the Motor Carrier Industry,” 
in your January issue. 

Both Donald P. Kipp, general manager 
of our company, and I, as members of 
the group that worked on the booklet, 
think you did an outstanding job and 
want you to know that all of the mem- 
bers of the Board of Governors of the 
Regular Common Carrier Conference, 
American Trucking Associations, Inc., 
were very much impressed with your 
presentation of the facts. 

CHARLES F.. RODGERS, Exec. Asst., 

Kramer Bros. Freight Lines, Ine, 

Detroit 10, Michigan 


Portable Teller-Counter 


Sirs: We felt you might be interested 
in an innovation recently introduced in 
our bank to meet peak congestion in our 
lobby. 

The innovation is a double portable 
tellers’ booth that can be set up on our 
officers’ platform very quickly when 
occasion demands to relieve some of the 
long lines at the regular windows. The 
photos were taken on a typical Friday 
evening to show the booth in action and 


Portable counter folded and stored, left, and in use, right 
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also to show how it looks when it is 
folded on hinges and stored. 
JOSEPH P. ENRIGHT, Assistant Vice- 
President and Cashier, 
Valley Stream National 
Trust Company, 
Valley Stream, New York 
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Aiding Directors 

Sirs: Congratulations for the splendid 
article entitled “Formulating Sound 
Policy” by Joseph M. Naughton in your 
March, 1953 issue. This has been help- 
ful in crystallizing our thoughts on the 
preparation of similar material for our 
officers and directors. 

As a suggestion, we would like to see 
a similar article on service charges. It 
would be most helpful to have some 
clear, concise information on charges 
made by other banks. 
FRANK STORM, JR., Vice-President, 
The American National Bank, 
Amarillo, Texas 















































47348 2 ao? 









Anal 
Fina 
countr 
what’s 
and ni 
tion 
Financ 
delphi: 
of thei 
bears | 
cordin 
syndic: 
of the 
Sma 
analys 
serve 
ductio 
to 228 
217 by 
all dre 
The 
stock 
aroun 
Decen 
Decen 
drop « 
Bea 
ya 
in the 
expect 
by 28 


One Aecourt-Caliternia-wide service “In 


sale 
on hi 
rise f 
ice is equivalent to one account in each of 330 cities and towns Rn 
findin: 
ston 1 
on th 
2 
available, plus rapid and efficient handling of transactions in Ina 
tion 1 
forec: 
by th 
up 10 


+ Bank of America’s International Banking Services ing sc 


Through Bank of America branches in Japan, the Philippines, Thailand and Guam, 
we are able to give prompt and effective service on your remittances to the Far Ne 
East. Also, through our branches in London...our subsidiary, Bank of America 
(International) New York...and through our representatives abroad, we are ina 
position to meet your international banking needs in every part of the world. 


Bank of America 
NATIONAL ZRUSTAN2 ASSOCIATION 


MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 


Linke America JraveleL Ceguee are known and honored throughout the world, 


For speed in direct routing, Bank of America's correspondent serv- 


throughout California. Your account with Bank of America — either 


in Los Angeles or San Francisco—makes this time-saving service 


other Western states, Hawaii and Alaska. 


We invite you to sell them to your customers. 


Burroughs Clearing Hou 
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Analysts Slightly Bearish 


Financial analysts from all over the 
country got a pretty bearish picture of 
what’s in store for the rest of this year 
and next. At the sixth annual conven- 
tion of the National Federation of 
Financial Analysts Societies in Phila- 
delphia April 12-15. But it was a picture 
of their own painting. At the convention 
hears outnumbered bulls two to one, ac- 
cording to a survey by J. A. Livingston, 
syndicated columnist and financial editor 
of the Philadelphia Bulletin. 


Small decline seen. Specifically, the 
analysts guessed that the Federal Re- 
serve Board’s index of industrial pro- 
duction, now around 241, would decline 
to 229 by the end of the year and to 
217 by the end of next. That’s an over- 
all drop of 10%. 

They expect the Dow-Jones industrial 
sock average to drop too. It’s now 
around 275. The experts say that by 
December it will be around 270, by 
December, 1954, around 251. That’s a 
drop of 9%. 

Bearishness increases with time. Only 
37% of the analysts look for a decline 
in the market this year, whereas 35% 
expect a rise. Little change is anticipated 
by 28%. In contrast, 58% are betting 
on a lower market by the end of next 
year. Only 29% expect it to rise. 

In addition the analysts expect whole- 
sale prices to drop 10% and the yield 
on highest-grade corporate bonds to 
tise from 3.08% to about 3.20%. 


Cautioning sounded. Summarizing his 
findings for the convention, Mr. Living- 
ston threw in several notes of caution 
on the forecasts. 

1. The analysts aren’t always right. 
In a similar poll at last year’s conven- 
tion in San Francisco as a group they 
forecast a 2% decline in stock prices 
by the end of 1952. They actually went 
up 10%. Mr. Livingston has been keep- 
ing score on stock market forecasts since 


New president of Federation 


SAMUEL B. JONES 


From left: John Reilly, vice-president, Pennsylvania Company for Banking and 


Trusts; George H. 


Brown, Jr., senior vice-president, Girard Trust Corn Exchange 


Bank; Shaler Stidham, vice-president, Philadelphia National Bank; Howard C. 

Petersen, president, Fidelity-Philadelphia Trust Co., chairman; Casimir A. Sien- 

kiewicz, president, Central-Penn National Bank; Charles J. Gable, Jr., vice-presi- 
dent, First National Bank of Philadelphia 


Financial analysts hear panel discuss banking outlook 


1946, and the forecasters have been 
wrong two out of three times. 

2. What’s more, most of the bears in 
this year’s poll weren’t particularly 
bearish. Though two out of three ana- 
lysts did expect stock prices to decline, 
only one out of three expects a drop of 
more than 10%. 

Speaker viewpoints. Among the speak- 
ers at the convention F. W. Elliott Farr, 
assistant vice-president, Girard Trust 
Corn Exchange Bank, Philadelphia, sug- 
gested that rising debt, heavy inven- 
tories, and a rise in industrial capacity 
“equal to or exceeding requirements” 
were signs that the “greatest sellers’ 
market of all times is passing into 
history.” 

B. E. Estes, director of commercial 
research, U. S. Steel Corporation con- 
cluded that a drop in steel production 
is probable late this year. By mid-1953, 
he forecast, steel inventories will reach 
an “adequate’”’ level. If this is true, he 
reasoned, and if manufacturers stop 
adding to inventories a decline in steel 
production similar to 1949 is almost in- 
evitable. 

Loan outlook. All was not pessimism, 
however. Speaking at a panel on bank- 
ing, .Shaler Stidham, vice-president, 
Philadelphia National Bank, pointed to 
three factors which he said would sup- 
port the volume of commercial loans by 
banks even in the face of a downturn 
in general business activity: 

1. Increasing competition, forcing 
businessmen to carry larger and more 
varied inventories and to extend more 
credit to customers; 2. the announced 


intention of the Government to get out 
of the lending business, leaving a 
vacuum for banks to fill; and 3. Gov- 
ernment public works, which will require 
continuing loans to contractors. 

Transportation industry. At a panel 
discussion on the “Regulatory Outlook 
for the Transportation Industry,” Sena- 
tor John W. Bricker told the analysts 
that sooner or later “Congress will have 
to revise its regulatory policies in the 
light of competitive realities.” 

He criticized the “unreasonable time 
lag” common carriers face in getting 
rate increases to meet higher costs. He 
suggested that the Interstate Commerce 
Commission be given the right to review 
refusals of State regulatory bodies to 
allow railroads to abandon unprofitable 
branch lines. 

Bills pending in Congress now, Sena- 
tor Bricker said, would correct these 
“ills peculiar to the transportation in- 
dustry.”’ 

Major problem. At the annual dinner, 
Alfred H. Williams, president, Federal 
Reserve Bank of Philadelphia, said 
American business faces the problem of 
“satisfying the zeal for social justice and 
at the same time preserving American 
business dynamism.”’ Ignorance and in- 
competence he said, were the major 
obstacles. 

President’s message. The retiring presi- 
dent of the federation, Richard W. 
Lambourne, of Dodge & Cox, San Fran- 
cisco, told the analysts that “tips, 
rumors, emotions and hearsay are still 
a potent factor’ in the speculative 
securities market. 


3 





“But,” he added, ‘“‘we hope that the 
broadening scope of careful security 
analysis will slowly tend to counteract 
these marginal forces, which the invest- 
ing public should have learned by now 
cannot be profitable in the long run.” 

He added that he was certain that the 
market prices of securities—those of 
investment quality at least—are much 
closer to their basic value today than 
in the 20’s or 30’s. This reflects he said, 
the growing importance of long-term 
institutional buyers and of the work of 
trained security analysts. 

Field trips. When they weren’t attend- 
ing business sessions or panel discus- 
sions, the 700 analysts at the convention 





were visiting industrial plants in the 
Philadelphia area, 

New officers. Samuel B. Jones, vice 
president in charge of investments, Fire 
Association of Philadelphia, is the new 
president of the federation, which is 
composed of 12 local groups in major 
cities. M. Dutton Morehouse, Brown 
Bros., Harriman & Co., Chicago, was 
elected executive vice-president, and 
George M. Hansen, Keystone Custodian 
Funds, Boston, secretary-treasurer. 
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The Money Illusion 


The practice of measuring business af- 
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“Jaxcfiee Income? 


There’s but one answer to that, for both banks and indi- 
viduals. More and more of us are becoming more and more 
interested in permissible relief from the income tax burden. 

Fortunately, there not only is tax relief but for many 
there’s actually extra income in the tax-exempt yield 
offered by state and municipal bonds. You might find it 
highly advantageous to look into these attractively priced 
issues with your own portfolio in mind. 


HALSEY, STUART & CO. Inc. 


123 SOUTH LA SALLE STREET, CHICAGO 90 + 35 WALL STREET, NEW YORK 5 
AND OTHER PRINCIPAL CITIES 


Our up-to-date comparison chart— 
“Tax-Exempt vs Taxable Bonds” —pre- 
sents clear tabulations to help you 
determine the degree of tax relief a 
bank or other corporation may expect 
from municipals. Send for it, together 
with our latest list of selected tax-free 
bond offerings. No cost or obligation. 


able Bonds”’ and current list of bond offerings. 


x 





HALSEY, STUART & CO. INc. 

123 S. La Salle Street, Chicago 90, Illinois 
Gentlemen: Please send me, without cost or 

obligation, new folder “‘Tax-Exempt vs Tax- 


Name 
Address 
City, 
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fairs in balance sheets and income state. 
ments with dollar units, is far from per. 
fect. Dozens of articles in the account. 
ing and economic journals affirm the fi. 
tion that may creep into such statements, 
When the value of dollars is changing, 
money becomes a rubber yardstick. Not. 
withstanding this obvious flaw, very few 
persons can suppress the pleasure of hay. 
ing more dollars than before, move dol- 
lars of sales, more dollars of assets, and 
more dollars of income. We are all, jn 
varying degrees, victims of the money 
illusion. 

Observes the faéts. The illusion is g0 
powerful that it can obscure unpleasant 
facts. For example, it has been assumed 
generally that real economic income jy 
the United States is advancing. The 
value of individual dollars may have been 
shrinking, but it has been rather gener. 





REAL VALUE IN THE PAY ENVELOPE 


, Each Person's Share In the Nation's Income 
Dollors 1939-Base Year 
per Person 
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Gives different perspective 


ally thought that the expanding number 
of dollars had rather more than kept pace 
with the loss of value. 

However, the widespread belief that 
real income has grown steadily may be 
little more than an illusion. The widely 
accepted estimates of a 2 or 3 per cent 
annual increase in productivity may be 
myths. In the accompanying chart the 
average income of each person in the 
United States for the past dozen years 1s 
shown both in dollars current in the year 
in which earned, and at the constant 
value of 1939 dollars. The basic figures 
for this chart are the estimates of “dis- 
posable income” made by the Department 
of Commerce, with two adjustments. The 
first adjustment is the division of the 
national figures by the estimates of popu- 
lation to reduce them to a per capita 
basis; the second adjustment is the d- 
vision of these current dollar figures by 
an index of the “prices of personal con- 
sumption expenditures” also prepared by 
the Department of Commerce (this 8 
not the same as the cost-of-living index). 

Little real advance. The heavy solid line 
in this chart showing average income 
per person in 1939 dollars shows amaz 
ingly little advance. The peak in the wa! 
period may be discounted; prices we! 
held down by price contro] and were n0 
responsive to real economic factors. But 
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"WE GET PERSONALIZED SERVICE ON 
EVERY CREDIT INQUIRY FROM BANKERS TRUST, 
-/T§ REALLY EXCEPTIONAL” 
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The information they gather is carefully 
analyzed and evaluated in the light of current 
trade and business conditions, under the 


There’s a big difference in the way credit 


information is furnished. Here’s how to get 






umber 
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fast, accurate service. 






personal supervision of our credit officers. 


At Bankers Trust, every credit inquiry receives ff you believe that more thorough and depend- 
the personal attention of an experienced credit able credit information could be helpful to 
officer. We make it our business to get first- you, investigate this phase of Bankers Trust 
hand information from suppliers, customers, _gervice. It is one of the many dependable 
banks, trade associations and regular credit services we offer... another reason why more 2 
agencies. We know what information to get... and more banks look to us for an efficient 
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is and we send it to you promptly in clear, New York banking connection. 

ian detailed form. 

. The We invite your inquiry. Feel free to write us 
— Our credit investigators are experienced men, _ fully. Address us at 16 Wall Street, New York 
pope: 
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even with exclusion of the war years the 
rate of advance is relatively small. In 
1939 and even into 1940, this country was 
still suffering considerable unemploy- 
ment. When allowance is made for this 
unemployment, the average real income 
per employed person advanced very little; 
on a compounding basis the rate is nearer 
1 per cent than 2 per cent. On the other 
side, it must be noted that 1952 popula- 
tion includes a larger fraction of the very 
young and the very old (the “unproduc- 
tive” part of the population). But allow- 
ance for this factor still leaves the rate 
of advance rather slow. 

These figures suggest that productivity 
factors such as 3 per cent in long-term 
labor contracts may have a strong up- 
ward pull on prices. In those industries 
where productivity factors were first 
used in wage contracts, the rate of pro- 
ductivity advance may be this much; 
but when their dollar wage rates spread 
to other industries, as they inevitably do, 
then there is bound to be higher wage 
costs—and higher prices. 

Affects savings. These estimates also 
reflect an added financial factor. While 
personal savings have been relatively 
good, some have wondered why, with 
such high dollar income, savings were not 
even larger. Saving is made after the 
real costs of living. With allowance for 
the relatively modest increase in income 
in real terms, saving has been relatively 
good. Even so, savers have had a hard 
time to keep the real value of their sav- 
ings from shrinking. 





The sobering conclusion to be drawn 
from these facts is that self-congratula- 
tion about increases in our national in- 
come is still premature. 
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Consumer Credit—Danger 
or Opportunity? 


Against a background of steady ex- 
pansion in instalment credit to record 
dollar levels that has stirred increasing 
concern among bankers, New York Uni- 
versity’s National Consumer Credit Con- 
ference was held April 8-10. It whetted 
debate on the problem, but no clearcut 
conclusions emerged although many of 
the speakers were inclined to minimize 
present fears of further loan expansion. 

Unlike the recent consumer credit 


meeting of the American Bankers Asso- 


ciation, this New York three-day confer- 
ence tended to emphasize the marketing 
and economic aspects of instalment 
financing, as distinct from the viewpoints 
of lenders. 

Sales viewpoint. Industry representa- 
tives who attended and spoke made it 
clear that they regarded consumer credit 
as a proper and satisfactory tool not only 
to maintain mass production but to sus- 
tain it during periods of recession. They 
indicated, also, that they planned a 
larger effort at such selling among so- 
called “marginal” credit customers and 
families of lower than $4,000 annual 
income, where the potential market 
seems the richest. 
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The rapid rise of the Western Canadian oil fields as a 
factor in the world oil, gas and petro-chemical indus- 
tries is illustrated in the chart above. American banks 


are invited to consult with us in behalf of their customers 
who may be interested in Western Canadian oil activities 
from any viewpoint. Kindly write either to our Petro- 
leum and Natural Gas Division at Calgary, Alberta, 
or to any of the offices listed below: 


The Canadian Bank 


of Com merce Head Office—Toronto 


New York « San Francisco « Los Angeles 
Seattle « Portland, Ore. 
Over 600 Canadian Branches 
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THE 1953 


NATIONAL CONSUMER 


CREDIT CONFERENCE 





“The Role of 


Consumer Demand 





and 


Consumer Credit’’ 








APRIL 810, 1953 
Vanderbilt Hall 


NEW YORK UNIVERSITY 





Room for debt expansion? 


So far as it was reflected in the con- 
ference, the finance company attitude 
seemed to be that there was still room 
for further expansion in_ instalment 
credit volume, provided consumer dis- 
posable income stays near present levels, 
a question that has been carrying a 
larger “X” since the brightening of the 
Korean peace outlook. 

Eyebrows raised, Certainly the most 
sensational speech of the occasion was 
that of Arno H. Johnson, vice-president 
and research director of the J. Walter 
Thompson Co., advertising firm, who 
quarreled with all the arguments made 
by the viewers-with-alarm and declared 
that volume of consumer credit could ex- 
pand 75 per cent from present levels, or 
$18 billion. This was received respect- 
fully by his audience, but with mass lift- 
ing of eyebrows in the more orthodox big 
banking circles. 

Mr. Johnson’s particular thesis was 
that fears of further consumer credit ex- 
pansion do not take into account changes 
since pre-war days in national produc- 
tivity, distribution of income and pul- 
chasing power, particularly the spectacu- 
lar change in “discretionary spending 
power” of the population. He defined 
that as personal income after taxes 
which remains as spending power over 
and above what would be needed to pro- 
vide a 1940 per capita standard of liv- 
ing for such necessities as food, cloth- 
ing and shelter at present prices. 

In relation to that discretionary 
spending power, he said, the amount of 
consumer credit outstanding has dropped 
from 31 per cent in 1940 to 18 per cent 
in 1952 and to reach the 31 per cent 
level it could expand a further $18 bil- 
lion without overextension. 

Economic perspective. Martin Gail 
brugh, chief economist of the National 
Industrial Conference Board, made four 
points. First, economic expansion is col 
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tinuing primarily in the private sector— 
business and consumer spending. Second, 
it is taking place in a non-inflationary 
environment not related to expansion in 
the money supply. Third, expansion in 
consumer buying in the second half of 
last year was not at the expense of per- 
sonal savings, which rose to nearly 9 per 
cent of personal income after taxes, a 
rate rarely equalled. Fourth, personal 
jebt has been rising, but savings have 
also risen to a record level. 

Anthony B. Cascino, director of mar- 
ket research for the Bendix Home Ap- 
pliance division of Avco Manufacturing 
Corporation, said his industry would aim 
this year at 36 per cent of sales on in- 
salment credit against 29 per cent last 
year, aiming at lower income families 
and stressing the importance of educat- 
ing wholesale salesmen and sales per- 
sonnel in consumer credit. 

Less optimistic. Most clear-cut proph- 
ey of gloom came from Professor Jules 
Backman of New York University. The 
economics professor said: 















“The current level of automobile pro- | 
duction and new housing will not be | 


maintained much beyond the middle of 
this year. Automobile backlogs have vir- 
tually disappeared and the current rate 
of production appears substantially in 
excess of the normal demand, which is 
estimated at 5 million cars annually. 

“Any shift from war production can 
create stresses and strains. It must be 
kept in mind that after World War II 
there was a large backlog of demand and 
ahuge accumulation of liquid assets in 
the hands of consumers. . At the 
present time there is no backlog of de- 
mand and we have just passed through 
a period which has involved a large ac- 
tumulation of debt.” 

Too much prejudice. The conference 
tlosed with a panel discussion at which 
it seemed to be agreed that there were 
prospects for further expansion in con- 
sumer credit volume and uses. At a 
luncheon Dr. Jules I. Bogen, New York 
University professor and contributing 
editor of the Journal of Commerce of 
New York made the point that inflation 
was Over two years ago, although “‘Wash- 
ington is still fighting it with a 3% per 
tent bond.” Also, he felt that there was 
till too much prejudice against con- 
sumer credit and that comparisons of 
resent volume with those of earlier 
years were fallacious. It was grossly mis- 
tading, he pointed out, to compare 





1952’s $24 billion of consumer debt with. 


the 1939 figure of $7 billion. 

The comparison, he said, “does not 
take into account the increase in popula- 
tion, the 400 per cent increase in spend- 
ng units and the 90 per cent rise in the 
tost of living.” 
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Prefab Finanein g 


“A lack of financing for the manuv- | 


facturers of prefabricated homes is one 
of the most serious drawbacks to our 
industry,” So stated J. C. Taylor, Jr., 
bresident of the Prefabricated Home 
Manufacturers Institute, and president 
of American Houses, Inc., New York, 
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before the recent eastern conference of 
the Mortgage Bankers Association in 
New York. 

Mr. Taylor pointed out that since the 
origin of the prefabricated industry ten 
years ago, its products have been offered 
over a relatively small area nation-wide. 
However, in some states more than 25 
per cent of all homes built were pre- 
fabricated, and in some cities more than 
50 per cent were of that class. In 1952, 
he said, the industry accounted for 6 
per cent of the houses erected in the 
country, and will probably set another 
record this year, at the same time pro- 
viding a sizable volume of financing for 
lenders. 

Form own firms. Despite these past 


and predicted records, he continued, 30 
per cent, or $150,000,000 of the $500,000,- 
000 of mortgage financing expected to 
develop this year will be handled by the 
acceptance corporations which the manu- 
facturers have had to form themselves. 

The speaker attributed the lack of 
financing to the fact that mortgage bank- 
ing is set up and serviced at the local 
level, with a great deal of the permanent 
and the construction-money financing 
also at the local level, whereas the pre- 
fabricated manufacturers inject a de- 
mand for financing to be carried on at 
the national, or sectional, level. 

Sell at discount. The company-owned 
mortgage firms have greatly alleviated 
the financing problem of prefab cus- 























welfare of their employees. 


you should. 





VY) Would you like to provide 


Retirement Income 


for Your Employees?... 


e With no fixed costs to your firm? 
e With dollars you can deduct from gross income? 


e From a fund that can enjoy tax-free increases 
in value—and earn tax-free returns besides? 


e With a plan that usually means more after-tax 
income for your employees when they retire? 


What we’re talking about, of course, is a deferred profit-sharing 
plan for retirement income. The kind of a plan that has proved 
so effective for companies like Jewel Tea, Procter and Gamble, 
Sears Roebuck—and dozens of others. The kind of a plan that 
holds a steadily increasing attraction for hundreds of other com- 
panies trying to make adequate, long-range provision for the 


If you feel that your firm falls in this category, we think you 
should read our new booklet, “Profit Sharing”. 


You'll find a helpful comparison between current and deferred 
plans, plus a discussion of the many cost advantages deferred 
plans can offer. You'll also learn how to qualify a plan and why 


It tells how employees gain—and why, spells out just what a 
profit sharing formula is, discusses in turn each of the major 
policy decisions and legal requirements that must be considered 
before putting any plan into practice. 


Designed as a basic guidebook for any employer, the booklet 
provides sensible suggestions on investing the trust-fund portion 
of the plan and tells just what Merrill Lynch can do to help. 


If you’d like a copy of “Profit Sharing”, just ask. There’s no 
charge, of course. Simply address— 


PENSION FUND DEPARTMENT K-29 
MERRILL LYNCH, PIERCE, FENNER & BEANE 


70 Pine Street, New York 5, N. Y. 
Offices in 103 Cities 











tomers during the recent interval of 
“tight” money, and are said to have been 
a primary sales factor. National Homes 
Corporation, Lafayette, Indiana, is re- 
ported to have financed between 65 and 
75 per cent of its total sales through its 
own finance affiliate during the past two 
years. The financing subsidiaries sell 
blocks of the mortgages to insurance 
companies and other large lending insti- 
tutions at a discount. 

$100,000,000 in loans. National Homes 
Acceptance Corporation was organized 
in 1947. Since its inception, NHAC has 
made over $100,000,000 worth of loans on 
National Homes. All loans are either 
VA- or FHA-insured. 

Loans are either sold outright with 
the servicing to be done by the pur- 
chaser, or sold on the basis of loans be- 
ing serviced for the purchaser by Na- 
tional Homes Acceptance Corporation. 
They are presently servicing approxi- 
mately 70 million in loans for 100 differ- 
ent investors. 

Not competitive. NHAC provides both 
interim and permanent financing for any 
NHC dealers who desire it. According to 
Mr. Shearer, sales manager, they do not 
compete with local lending institutions 
and only operate where local financing is 
not available. 

Of over 11,000 accounts being serv- 
iced, there were, on April 1, 1953, only 
27. accounts where the March 1, 1953, 
monthly payment was not received. 
Which is a tribute to the quality of both 
the mortgages and the servicing itself. 


*“Hell and Maria’ 


Charles Gates Dawes always held a 
special appeal for the financial communi- 
ty. Despite the heights he reached as a 
public administrator and a national and 
international statesman, he considered 
himself a banker and a business man. 

His versatile career is traced in a new 
book, “Portrait of an American: Charles 
G. Dawes,” that is attracting unusual in- 
terest. Written by Bascom N. Timmons, 
it is published by Henry Holt and Com- 
pany and is priced at $5. 

Made mark early. Young Dawes, in 
1887, embarking on a career in the law, 
moved to Lincoln, Nebraska, because he 
had heard there was greater opportunity 
farther West. He guessed right. Within 
half a dozen years, he had gained na- 
tional recognition in his work for the 
Lincoln Board of Trade on freight-rate 
cases, had acquired a number of choice 
office buildings through the Dawes Block 
Company, and a directorship in a leading 
bank. It is noteworthy, when the de- 
pression of ’93 hit, that he borrowed 
$200,000 to keep the bank afloat, and that 
no depositor suffered. 

From Lincoln, his career took him to 
Chicago where he managed the funds 
for the McKinley campaign of ’96. A 
short time later, just as he passed his 
thirty-second birthday, he was named 
Comptroller of the Currency. High spots 
from there included the handling of pur- 
chases for the A. E. F. in World War I, 
service as the first Director of the Budget 
under a new Budget Act, where he cut 
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Colorful financial statesman = 
subjer 
The 
expenditures $1%-billion to $3,375,000, coina; 
000 for one year in establishing the pro-™ the F 
gram, as Vice President under Coolidge alwa) 
as Ambassador to Great Britain underg on th 
Hoover, and as the first President of the will | 
R. F. C. cism. 
“Dawes Bank.” Meanwhile in 1902, he 1927, 
organized the Central Trust Company off a rat 
Illinois, in Chicago. Through mergersff citize 
this became the Central Republic Bank§ news) 
. and Trust Company and later, following sixpe 
the bank holiday in 1933, the City Na§ Bez 
tional Bank and Trust Company. Quee1 
Throughout, it has been known as theff for t 
“Dawes Bank.” coins 
At the conclusion of World War I, ap-§ eral 
pearing before a hostile Congressional§ that 
Committee on prices paid during his§ been 
service as purchasing agent for the Th 
A. E. F., Dawes was asked: “Is it not{ of tt 
true that excessive prices were paid forg shilli 
mules?” “Hell and Maria,” the newspa-§ and s 
pers quoted Dawes in reply, “I wouldf or “t 


have paid horse prices for sheep if the 
sheep could have pulled artillery to the 
front.” 

Biographer Timmons insists that what 
Dawes really said was “Helen Maria,” 
an old-time favorite expression. But the 
reader who pursues the many quotes 
from his diary in the new book will find 
that Dawes was able to use profanity 





































ing his point. 
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Life Insurance Extended Domi 
To Commercial Loans in th 
Life insurance protection to borrow word 
ers, already widely available to personalg ach 
loan borrowers, has now been extendeig Eq 
| to cover commercial loans in an innove valuc 
tion by The National City Bank of NeW attra 
York. thow 
The plan, entirely optional, provide + 
that the commercial loan borrower mag “"¢ 
obtain insurance covering the amount 0 eque; 
his loan up to a maximum of $10,000) oc 









and extending for the term of the 10a! 





Burroughs Clearing Hou 





























The cost to the borrower is 83% cents 
per month per $1,000, and thus the cost 
for $10,000 coverage for a period of 
one year would be $100. No medical 
examination of the borrower is required. 
The plan is available on corporation and 
partnership loans through insurance on 
designated individual guarantors or part- 
ners. 

Incidentally, National City reports 
that its personal credit department has 
insured more than 3,000,000 monthly- 
repayment loans. Of these, 13,000 in the 
amount of $2,800,000 were retired from 
jnsurance proceeds, 


e ° 













5 


Coronation Coinage 
With the accession of a new king or 
queen to the British throne, it becomes 










issue a new set of the coinage. This has 
been true back to the times of the Anglo- 
Saxon kings and queens and the coinage 
has given rise to so many controversies 
Van that there is a large literature on the 
subject. 


There seems to be something about the | 
75,000-™ coinage that arouses intense feeling in | 


he pro-§ the British, and the mint officials are 
oolidge™l always aware that whatever they decide 
1 under on the designs submitted to them, there 
t of the will be plenty of artistic and lay criti- 
cism. An example of this occurred in 
902, he 1927, when a new sixpence was issued in 
pany off a rather unusual design. One outraged 
nergers™ citizen bought advertising space in the 
c Bank newspapers which said: “Isn’t the new 
lowing sixpence terrible?” 
ity Na-§ Beautiful design. The accession of 


npany.™ Queen Elizabeth II raised this problem | 


as the§ for the mint again. Most of the new 
coins have now been issued, and the gen- 
r I, ap-§ eral consensus of opinion seems to be 
essionalg@ that seldom in history have the designs 
ing his been so successful artistically. 

‘or the The portrait on the obverse, or “head,” 
; it not 
paid for 
1ewspa- 
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shilling or crown piece, is a simple head 
and shoulders of the Queen. The reverses, 
or “tails,” of most of the coins differ in 
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An artistic triumph 


slight degree. These coins are for the 
United Kingdom; those struck for the 
pad Dominions and Colonies will vary slightly 
in the design of the reverses and the 
porrow Wording will naturally be changed for 
yersonalg ach country. 
xtended Equestrian effigy. It is the crown piece, 
innova Valued at five shillings (35 cents) which 
of Newg 4ttracts most public interest. The obverse 
shows the Queen on the first occasion 
srovides When she took the salute at the Trooping 
ver ma the Color. This is the first time an 
ount off *questrian effigy of the Monarch has 
310,000% 4Ppeared on the coinage since the reign 
he loal of Charles I. 
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the duty of the Royal Mint to design and | 


of the new coins, aside from the five | 








CERAMICS INDUSTRY of the Los Angeles Metropolitan Area 
has grown 20 percent in the postwar period—to a point where 
annual payroll exceeds $17,000,000 and employees number 
6,000. The industry now produces nearly one fourth of the na- 
tion’s dinnerware, plus quantities of pottery, earthenware and 
related ceramic products. The dinnerware styling — modern, with 
bold colors, new shapes—is winning wide approval. 
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RESOURCES 
Cash and Due from Banks ...... eoeeee $ 386,882,376.29 
U. S. Government 
SeCULHIES .<..<00<005 $915,764,500.68 
State and Municipal 
| SCCUMIGIES <.0..0.50.0 50 58,274,535.37 
| Other Bonds and 
BOCUSINIOS iscssccsce 15,361,860.35 989,400,896.40 
Fo ee | eee 534,305,776.96 
Earned Interest Receivable ............ 5,604,108.79 
Customers’ Liability under Acceptances 
CO ERE Paranhos 8 5,721,352.83 
ee eT ree See 4,100,514.84 
CE TENE vasoscerresiowneicsoomnaseewrent j 134,900.15 
PET ici wishin cl Genoa an aa saan $1,926,149,926.26 
LIABILITIES 
2 Serer $ 30,000,000.00 
Re en 40,000,000.00 
Undivided Profits .... _47,562,047.42 $ 117,562,047.42 
Reserves for Interest, Taxes, etc....... 16,256,986.69 
Interest Collected—Unearned......... . 5,658,263.10 
Acceptances and Letters of Credit 
DN iinnce.cckustscsaawecates 5,721,352.83 
CGE TE ova nds cd ontnsesmubir 276,544.95 


Deposits—Time ....$ 609,013,259.89 
—Demand .. 1,171,661,471.38 1,780,674,731.27 
ey if SE eee me Peet ne een eee $1,926,149,926.26 


Securities carried at $180,774,466.91 are pledged to secure trust funds 
and U.S. Government, State and other Public Moneys, and for other 
purposes as required or permitted by law. 


BOARD OF DIRECTORS 
George M. Wallace, Chairman 





James E. Shelton Chester A. Rude 
President Chairman Executive Committee 

Elmo H. Conley Ralph B. Lloyd John J. Pike 
L. W. Craig Maynard McFie Elbridge H. Stuart 
Shannon Crandall William B. Munro Milton M. Teague 
Thomas A. J. Dockweiler Gurney E. Newlin Edward R. Valentine 
Gabriel C. Duque John O'Melveny C. T. Wienke 
Robert E. Gross Fred B. Ortman Dr. John C. Wilson 


140 Offices and Branches serving 
aa Central and Southern California 
MEMBER FEDERAL RESERVE SYSTEM 
MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 








Economics with a Smile 


An economic research department that 
not only informs but also amuses and 
entertains is a distinct rarity. But that’s 
the combination that is found at Val- 
ley National Bank, Phoenix, Arizona. 

The bank’s research department, for 
all its myriad duties and surprising out- 
put, consists of but three individuals. 
Vice-President Herbert A. Leggett heads 
up the operations; statistician Minton I. 
Moore digs out and points up the facts 
for his boss to evaluate; and secretary 
Catherine Queer turns the _ penciled 
scribblings of both men into type. 

High finance refugee. After 15 years 
as a research director and partner in a 





New York Stock Exchange Firm, “‘Herb’”’ 
Leggett came to Arizona in 1943 as a 
“refugee from high finance, high humid- 
ity and high blood pressure,” and joined 
the Valley National staff. 

Now a great many Arizonans have 
come to depend on his facts and figures 
on the state’s economic health and po- 
tentials. “Outsiders”? from all over the 
globe also drop in or write the Leggett 
office. 

A major reason for this is the monthly 
business publication, “Arizona Prog- 
ress,” which Mr. Leggett writes, and 
which now has a 20,000 circulation not 
only in the U. S. but also in Europe and 
Asia. 

Lively style. New readers of ‘‘Arizona 
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Prospectuses of these companies available at offices 
in 148 principal cities of the United States or from 
the national distributor and investment manager. 


CRovcttors DIVERSIFIED SERVICES, INC. 


MINNEAPOLIS 2, MINN. 


(Established in 1894 as Investors Syndicate) 
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Mr. Leggett and “Progress” 
Readers are surprised 
Progress’”’ are pleasantly surprised, often 


completely amazed. Instead of dry reci- 
tations of percentage gains or losses, 


| they find a fresh, lively editorial tech- 


nique abounding in pointed jabs and 
epigrams, and interspersed with subtle 
humor. Not that “‘Progress’’ ignores the 
facts of life; the charts and figures are 
there. However, this publication starts 
out with an enjoyable front page edi- 
torial, sometimes on business subjects 
but just as often on some flight of fancy. 
These editorials have been so well re- 
ceived that at the end of 1951 they were 
gathered together, by popular request, 
and reprinted in a little booklet which 
bore the title: “Arizona Soliloquies, or 
Tell Me Not in Mournful Numbers.” 

A sample. Just as an experiment, the 
bank has recently reproduced a couple 
of the Leggett editorial musings in 
The Saturday Review of Literature, as 
advertisements, with the result that they 
were quoted over a national news wire 
and evoked a flood of mail. One of the 
editorials, in commenting on modern 
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housing with its new “openess,’’ warns: 
| “The bath is the only area with a door 

that closes—but we have the uneasy 
| feeling that this relic of Victorianism 
| will not long survive. . . . The only re- 
minder that used to be is the king-size 
| mortgage that hovers expectantly over 

the television antenna and all that lies 
| beneath.” 

When the busy research vice-presi- 
| dent is not preparing material for pub- 
| lications he is drafting: special reports to 
directors and fellow officers, advising the 
bank’s administrative staff on business 
| trends, drawing analyses from the pel 
| formance of Valley National’s 33 offices, 
| or filling in requests as a popular speak- 
| er for all sorts of meetings. 
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Business in the Far East 


W. J. Gilstrap, vice-president of Wells 
Fargo Bank & Union Trust Co., Sam 
Francisco, and manager of its forelg? 
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jepartment, returned recently from a 
wo months business trip to the Far 
Fast, visiting Japan, Hongkong, Thai- 
and, Malaya, Indonesia and the Philip- 


K ines. This was his fourth post-war visit 
= o the Orient. 
“=m ff Unsettled conditions continue to hold 


hack progress in most of the countries 












Scr sited, his survey indicated. The settle- 
ies ment of the Korean War will bring sud- 
“nt (aden economic changes. 

tnd camo. 

mite Japan. Japan has largely the same 
~e major problems it faced when the war 
oa onded. Exports have increased in every 
ayaa wear since 1945 to 1952, reported Mr. 


strap. Internal economic conditions 
have improved. The food situation has 
heen greatly alleviated, people are better 
lothed, and transportation is back to 
apan’s pre-war normal. The uncertain- 
ties lie in Japan’s dependence upon for- 
eign trade. From 1948 through 1952, 
Japan’s adverse trade balance of 2% 
billion dollars had been offset by Amer- 
ian aid, United Nations procurement, 
and expenditures by foreign soldiers and 
tourists. Japan must import close to half 
abillion dollars worth of food each year, 





often gud about 75 per cent of the raw mate- 
7 reci- gals to keep her industries in operation. 
losses, @hese facts make Japan’s financial 


future uncertain. 

Hongkong. Hongkong has always lived 
asa distribution center. Due to troubled 
conditions in much of its trade area, it 
is presently suffering a recession. Many 


- tech- 
iS and 
subtle 
‘es the 
es are 
starts 
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ibjects 
fancy. 
ell re- 
y were 
>quest, 
which 
ies, or 
3? t0 be a happy, prosperous country. In 
nt, the $1952, for the first time in some years, 
couple §/hailand had an unfavorable balance of 
1gs in gtade. It was not of serious proportions 
wre, as @"d should not cause concern, unless it 
st they GStould continue for too long a period. 

s wire § Malaya. “It is often said that as rub- 
of the Mr goes, so goes Malaya’s economy,” 
nodern #°Mmented Mr. Gilstrap. He found that 
warns: gbber is low in price and Singapore is 

a door §*XPeriencing a recession. Singapore, like 
uneasy Hongkong, is also a distribution center 
janism §*0d trade with adjoining areas, particu- 
nly re- larly Indonesia, has fallen off, resulting 
ng-size a glut of many commodities in Singa- 
y over gre. Considerable progress has been 
‘at lies @™@de in the struggle to overcome the 
Communist guerillas on the Malay Penin- 
lla, which has had a beneficial effect 
ipon the rubber plantations. Tin produc- 
lion was not so much affected by guerilla 
activities and prices are relatively stable. 
Indonesia. Indonesia’s problems are 
toth economic and social, and this new 
tation needs both financial aid and tech- 
nical assistance. Its government has been 
willing to accept much of the aid 
offered because of the fear of colonialism 
and paternalism, and wants to stay in 
ne middle of the road politically, like 
ndla, 

The Philippines. “The Philippines have 
made progress since the end of World 
War II, but much remains to be done 
‘0 have a stable and prosperous economy. 












between the United States and Hongkong 
has also been substantially reduced by 
US. Government regulations, aimed at 
restricting the flow of strategic mate- 
als to Communist China and their 
acquiring dollar exchange. 


Thailand. Thailand, because it con- 
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There is serious concern about the U.S. 
treaty scheduled to expire next year, 
which allows the Islands to have tariff- 
free trade with the U.S. It is likely this 
treaty will be renewed, since the Philip- 
pines are not yet ready to drop their 
status as a favored nation,” concluded 
Mr. Gilstrap. 
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Revitalized Bond Drive 


There’s evidence that organized bank- 
ing is starting to “warm up” again to the 
task of selling U. S. Savings Bonds, 
after a period when many bankers tend- 
ed to be lukewarm if not hostile to the 
idea of promoting them. 





Among the factors behind the chang. 
ing viewpoint: the Administration’s ef- 
forts to get the debt on a sound basis 
and protect the purchasing power of the 
dollar, and the leadership of W. Ran- 
rolph Burgess, Deputy to the Secretary 
of the Treasury, in urging bank support 
of the Savings Bond program. 

Now comes strong endorsement from 
W. Harold Brenton, president of the 
American Bankers Association, who calls 
selling the new E and H bonds a “must”’ 
for banking, in a letter sent to executive 
officers of all banks, And, the A.B.A.’s 
Treasury Savings Bonds Committee has 
laid out a specific program of nine sug- 
gestions for bank officers, and four steps 
for employees, in promoting such sales. 








commodities are in over-supply. Business | 


sistently has a food surplus, continues | 
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The surest evidence of mutual 


satisfaction between a bank and 
its correspondents is a continued 


relationship. 


Our great family of correspond- 
ents in 42 states provides over 
1450 testimonials to the complete, 
satisfying service this bank ren- 
ders. Our relationship with many 
of these banks has continued over 
a period of years—decades—even 


generations. 
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OF NEW YORK 


Head Office * 55 WALL STREET + New York 


67 Branches in Greater New York 


57 Branches Overseas 





Statement of Condition as of March 31, 1953 





ASSETS 

Cash, Gold and Due from Banks 
United States Government Obligations 
Obligations of Other Federal Agencies........ 
State and Municipal Securities.............. 
Other Securities 
Loans and Discounts 
Real Estate Loans and Securities............ 
Customers’ Liability for Acceptances...... 
Stock in Federal Reserve Bank.......... 
Ownership of International Banking 

Corporation 
Bank Premises 
Other Assets 


Deposits 
Liability on Acceptances and Bills. .$49,216,378 
Less: Own Acceptances in Port- 


Due to Foreign Central Banks 
(In Foreign Currencies) 
Items in Transit with Branches 


Reserves for: 
Unearned Discount and Other Unearned 


Interest, Taxes, Other Accrued Expenses, etc. 
Dividend 


(7,500,000 Shares—$20 Par) 
170,000,000 
68,288,977 


$1,525,570,859 
1,294,061,070 
31,875,415 
516,887,093 
91,878,720 
2,278,586,052 
6,981,611 
24,524,566 
9,600,000 


7,000,000 
29,382,626 
7,221,966 





$5,823,569,978 








$5,315,875,701 


26,195,046 
16,544,000 


9,330,933 


22,751,438 
41,133,883 
3,450,000 


388,288,977 





$5 ,823,569,978 








Figures of Overseas Branches are as of March 25. 
$451,340,949 of United States Government Obligations and $17,287,100 of 
other assets are deposited to secure $342,413,004 of Public and Trust Deposits 
and for other purposes required or permitted by law. 


(Member Federal Deposit Insurance Corporation) 





Affiliate of The National City Bank of New York for separate 


administration of trust functions 


CITY BANK FARMERS TRUST COMPANY 


Head Office: 22 William Street, New York 


Capital Funds $31,554,356 





DIRECTORS 


HOWARD C. SHEPERD 
Chairman of the Board 


JAMES S. ROCKEFELLER 
President 


STANLEY C. ALLYN 
President, The National Cash 
Register Company 


SOSTHENES BEHN 
Chairman, International 
Telephone and Telegraph 
Corporation 


CURTIS E. CALDER 
Chairman of the Executive 
Committee, Electric Bond and 
Share Company 


CLEVELAND E. DODGE 
Vice-President, Phelps Dodge 
Corporation 


RALPH GWIN FOLLIS 
Chairman of the Board, Standard 
Oil Company of California 


ROY H. GLOVER 
Vice-President and General 
Counsel, Anaconda Copper 
Mining Company 


JOSEPH P. GRACE, JR. 
President, W. R. Grace & Co. 


HARRY C. HAGERTY 
Financial Vice-President, 
Metropolitan Life Insurance 
Company 


AMORY HOUGHTON 
Chairman of the Board, 
Corning Glass Works 

NATHAN C. LENFESTEY 


Executive Vice-President 
and Cashier 


KEITH S. McHUGH 
President, New York 
Telephone Company 


ROGER MILLIKEN 
President, Deering, Milliken & 
Co. Incorporated 


RICHARD S. PERKINS 
President, City Bank Farmers 
Trust Company 

FREDERICK B. RENTSCHLER 
Chairman, United Aircraft 
Corporation 


REGINALD B. TAYLOR 
Williamsville, New York 


ROBERT WINTHROP 
Robert Winthrop & Co. 


BOYKIN C. WRIGHT 
Shearman & Sterling & Wright 
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BANKING NEWS 








school Time for Bankers 


Summer is school time for members of 
many bank and financial associations. 
Following is a listing of “back-to-class- 
room” sessions that loom ahead for the 
beginners and for those specializing in 
bank audits, advertising, mortgages, etc. 

A.B.A. The Graduate School of Bank- 
ing of the American Bankers Association 
will be held at Rutgers University, New 
Brunswick, New Jersey, June 8-20. 

N.A.B.A.C. The first session of the 
National Association of Bank Auditors 
and Comptrollers school will be held June 
299-July 11 at the University of Wiscon- 
sin, Madison, Wisconsin. Students will 
attend three summer sessions, as well as 
complete certain extension problems con- 
cerning bank accounting, auditing, and 
control responsibilities. 

F.P.R.A. The school sponsored by the 
Financial Public Relations Association 
will be held at Northwestern University, 
Chicago campus, July 27-August 8. The 
F. P. R. A. recently published a booklet 
giving full particulars concerning its fi- 
nancial public relations schools, as well 
as information on the organization, lead- 
ership and activities of the association 
itself. 

M.B.A. The sixth annual seminar of 
the Mortgage Bankers Association will 
be held in Chicago, June 22-26, in co- 
operation with Northwestern University, 
followed by the third annual Advanced 
Mortgage Banking Seminar, June 29- 
July 1. 

A.I.B.A. The 19th annual Institute 
sponsored by the American Industrial 
Bankers Association, will be held in Bos- 
ton, Massachusetts, June 17-20, with 
headquarters at the Hotel Statler. 

Southern School. The School of Bank- 
ing of the South will convene at the 
Louisiana State University, Baton Rouge, 
Louisiana, May 31-June 13. Sponsored 
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Second National Bank, Ashland, Ky. 


Auto teller lobby display 


by the banking associations of nine south- 
ern states, this will be the school’s fourth 
year of operation. 


5 Sd e 


Curb-side Teller’s Booths 


The limitations of space in a congested 
business area often prevent a bank from 
installing a conventional type of drive-in 
facility. Where building codes permit, 
however, many banks solve the problem 
by specially designed drive-up teller’s 
booths. Two such recent installations are 
shown below. 

Grand Junction, Colorado. The exterior 
of the unusual drive-up booth recently 


Two styles of specially designed drive-up tellers’ booths 


National Bank of Commerce, Pine Bluff, Ark. 











May, 1953 


installed at fhe First National Bank here 
is finished in gleaming, bullet-resistant 
stainless steel, and all windows are of 
1-3/16” bullet-proof glass, tinted to re- 
duce the glare of sunlight. The bay type 
window permits the teller full visibility 
of customers approaching and leaving the 
booth. The window features simultaneous 
and automatic two-way communication 
between customer and teller, without the 
use of- call buttons. The installation is 
also equipped with a six-station intercom- 
munication system which places the 
drive-up teller in direct voice contact 
with all departments of the main bank. 

Pine Bluff, Arkansas. A specially de- 
signed elevator-cab drive-up booth was 
recently installed by the National Bank 
of Commerce in Pine Bluff, Arkansas. 
The cab operates on a hydraulic lift from 
the basement of the bank. Each morning 
it is raised through a shaft in the side- 
walk to a position at the side of the curb. 
At night it is lowered into the basement 
of the bank. The booth is equipped with 
summer and winter air-conditioning, 
glare resisting, bullet-proof glass, and 
bullet-proof metal. 
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Advertising an Auto Teller 


“We couldn’t wait to tell you!” 

Recently the citizens of Ashland, Ken- 
tucky, were made thoroughly aware of a 
new “auto teller” in use at the Second 
National Bank there. It was the first in 
the state, the bank said. 

In a well-coordinated advertising cam- 
paign, the bank used a half-page news- 
paper ad with the above headline, plus 
publicity stories, radio spots, book 
matches, direct mail, and an elaborate 
life-size display of the “auto teller” in 
the lobby. Then, after three weeks of 
operations, a follow-up newspaper ad in- 
formed the public: 


for speedier service 


First National Bank, Grand Junction, Colo. 
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AUTO INDUSTRY RETURNS TO NORMAL 





Use Payments In 
Fraud Detection 


One of the established methods of de. 
tecting fredulent retail installment pa 
per is the system of identifying pay 
ments received on instalimedt contracts. 

hese payments fall inte three groups: 

1. Payments: which are definitely 
identifiable ax having come from the 
debtor and me one 4 Ne one, for 
instance. bat the debtor himself, can is- 
sue a personal check in the debtor's 
nome. and therefore such a payment re 
ceived marks it indubitably as » 5 
1 payment 

2. Payments receiwed in the form of 
mones orders. cashier's checks or from 
otherwise untraceable sources. Any 
dealer having discounted fraudulent con- 
tracts could use any one of these 
methods to conceal the true source of 
remitlances. 


3. Payments made by the dealer him 
self. with any attempt at concealment 
of the source 

If payments as received are identi- 
fied as either one of these three classes. 
existing fraud can be detected before 
it can have exusted for a long time. The 
prevalence of No. 3 payments might in 
itself mean only that the dealer was en 
couraging his customers to make their 
payments at his store for the sake of 
getting the additional store traffic; 
nevertheless, an investigation should be 
made to determine the real cause of 
heavy No. 3 payments and to satisfy 
yourself that the dealer's collections are 
genuine 

The detection of the source of No. 
2 payments is sometimes quite difficult. 
Man) installment borrowers do not have 
bank accounts and do not frequently get 
in the vieinity of your office. They must 
resort toe the mails and to the money- 
order method of payment. You may 

¢ to make @ personal call upon the 

ws to substantiate the authenticity 
of the transactions. 


. Used car prices take severe drop. 
% of auto dealers are discounting or over-allowing on trade-ins. 
Repossessions are running higher. 
1953 Auto production will be high. 
Demand, particularly on high priced models, will be tess. 
Inventories im dealers hands will pile up. 
Dealer profits will be lower. 


These statements and others of similar nature have appeared frequently 
jurifig the past 9 days and se many thousands of words of advice to lenders 
have flowed out that we are concerurd about the pustible reaction of those who 
have entered the installment lending business since the war. 


Not to re-examine credit policies in the light of this trend would, of 
course, be foolish. In most cases. however. we feel that the answer ix not to 
change poli but to administer present policies more carefully and use tools 
of knowledge that may have become somewhat tusty recently. 


In financing dealers at wholesale and retail — yet financial statements — 
he close to their operation — be sure that they are exercising good business 
judgment — check wholesale inventories properh — be sure advances on used 
ears are in tine and that curtailments are collected monthly. 





In making direct loans, particularly on used ears, be aware of local mar- 
ket prices — appraise cars — investigate credits 


Policies a ete ere on credits and terms cau burt us collectively 
+ much as those ve liberal 


Bankers Advised To 
Use Comprehensive (0s ony te necks cen 
| Policy On Floor "iene the policy used by C&S, cover- 
‘Planned Autos 


Floor planning cars and trucks for} perty. As a dual interest policy it pro- 
dealers has come to be an accepted part} tects both the bank and the dealer to 
| of financing sales é the full extent of their interests. Fire 
| There is always « risk thet floor plan-| Set explosion. floods, windstorm and 


many other hazards are covered. The 
ned vehicles will be stolen. destroyed) policy limit is $100,000 at any one lo- 





automatically covers every floor plan 
ned vehicle. Mureover the policy serves 
to free the bank from having to check 


age starts automatically as soon as the 
dealer is legally responsible for the pro 


by fire or damaged in some other way.| cation. The cost to your bank is .60 per 
Obviously insurance is needed if the] month for each $1,000 of insured value. 
dealer is to be protected from loss and] A charge to the dealer of 1/12 of 1% 
the bank from the effects of having a] a month will more than cover your cost. 
loss- weakened dealer 





This coverage as well as another pol 
The question then is whether the| icy covering collision damage to floor 
bank or the dealers should secure the} planned demonstrators is available to 
insurance. It is generally cheaper for} any bank desiring to use these C&S ad- 
the dealer to use a bank polic\ which| ministered policies. Write for details 
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ABA To Hold National 
Installment Conference 


What is promised to be the largest 
and most interesting National Install- 
ment Credit Conference will be held by 
ABA at the LaSalle Hotel in Chicagu. 
March 23. 24 and 25. 


The conference this year will devote 
considerable time to the small and me- 
diuns sized bank problems as well as top 
management problems, Of particular in 
terest may be a full scale discussian of 
the Charge It plan, : 

There will be more exhibitors than 
ever before of equipment which lends 
itself to mechanizing bank installment 
seperation. 

. 

Top management and installment op- 
erating officers are urged to attend this 
conference, If you have not received 
an announcement contact 

Louis J. Asterita 

Deputy Manager 

Installment Credit Commission 
12 East 36th Street 

New York, New York 


Banks Cautioned To 
Perform Credit And 
Collection Service 

Delinquent ratios have increased 
sharply in many sections of the cou 
try, particularly as they are related + 
the appliance financing business. Banh. 
are being cautioned to adopt proper 
collection policies, with well train: 4 
manpower te get their portfolios 
halance 

Much of the increase in delinquencies 
has heen caused by lackadsisical ere: 
policies and limited investigation 
this class of paper. The increase ma 
also. be attributed to inadequate coll: 
tien effort. Installment accounts yout 
be systematized so. that delinquenci- 
are picked up immediately for revi 
Then, using the detailed informatior 
secured on the original application, 

on _reports results of call) letters, phone calls and personal calls 
¢ machine installed in bank) must follow regularly and promptly u: 


til the account is again placed or 








¥ 





current basis. 


must be strengthened if hanks 





C&S Draft Continues To Produce Auto Loans) 84 credi: ont cottecion paivi 


e , have satisfactory experience 


months to come 


The failure to perform goes far b 
yond banks’ own immediate experien: 
It is already showing up in the nu 
4f business failufes which are resultir 

of the country. with 
lisome of the factors being those mer 


jtioned above. Banks engaged in sales 


Fs jj financing have an obligation not onl 
estore to themselves but also to their dealer 





After seven vears of use Citizens and 
Southera’s Auto Purchase draft contin 


wes to play a key part in the production 


of direct auto loan business. 

The draft is 
new car buyers after credit approval 
It is then filled out by the customer 
for any amount up te two thirds the 
purchase price of the new car he selects. 


presented to prospective | 








The customer gives the draft to the deal-| te perform a complete credit and colle: 
er who. in turn, collects from the bank.| "°" S¢r¥ice 

ht hears repeating here that banks 
should make a sufficient charge in the 
handling of this class of business to 
warrant sound credit and collection pro- 
and out of his checking account. It alse] cedures, which in the end will pay divi 
fits in well with our insurance agent|dends by their continuing relationship 
»operation plan with profitable merchandisers. 


The draft enables the customer to 
hop around as a cash buyer and avoids 


his having to transfer large amounts in 





Monthly digest of operating ideas, policy suggestions, in the installment loan field 


“Here is what they say about our 
‘auto teller’.” 

In this ad, an office manager said it 
eliminated the parking problem. An auto- 
mobile executive said the service enabled 


one man to do in five minutes what two 


men previously took 30 minutes to do. 
Said a busy housewife, “It’s ideal for 
mothers with young children.” A drug- 
gist and a school official indorsed it as a 
modern, efficient device. 

In one of the publicity stories, a news- 


BANK Designers * Consultants * Contractors 
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TWELVE TWENTY FIVE VINE STREET + PHILADELPHIA 7, PENNSYLVANIA 
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NNEEN COMPANY 





paper reported: “When you use the auto 
teller, a glance in the window shows how 
it is ‘done with mirrors.’ The live teller 
really is standing in the basement of the 
bank some 14 feet below the sidewalk. 
The mirrors, a microphone, an electric 
elevator and call button all combine to 
give the customer in his automobile peri- 
scope contact with the teller. He in turn 
can see the customer and talk to him in 
the same way.” 

In conjunction with the model dis- 
played in the lobby, there were photo- 
graphs, signs and hand-out folders to 
explain the operation of the auto teller 
and the traffic regulations regarding it. 
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Instaliment Loan News 


“Installment Notes” is a one-page 
newspaper style publication started 4 
few months ago by The Citizens and 
Southern National Bank, Atlanta, Geor- 
gia, to disseminate information and ideas 
relating to this specialized loan field. 
Currently, 1,800 copies of the “Notes” 
are mailed each month to the C. & S$. 
correspondents and to a supplementary, 
nationwide mailing list of key persons In 
installment lending. 

The publication is edited by C. & S. 
Vice-President Paul M. Welch, who 3s 
also chairman of the Installment Credit 
Commission of the American Bankers 
Association. “In an effort to make the 
paper as interesting as possible,” said 
Mr. Welch, “we restricted the copy to 
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Read how banks help develop new wonder drugs that fight fever 


Hi= you had pneumonia recently? Have you seen 
the mercury streak up to 104 and then, a few hours 
later, ebb back to a normal 98.6? 

If so, you’ve blessed the anti-biotic family, the doc- 
tors and the other men who have made these wonder 
drugs possible. Perhaps you didn’t know it, but you’ve 
had a hand in their discovery, too. You and your bank. 


Dollars at work 


One of the dollars you deposited in your bank last pay- 
day may be at work right now—helping to produce an 
even more potent fever-fighter. Or it may be on the war- 
path against tuberculosis, cancer, polio, heart disease. 

Consider the vast sums of money that are needed to 
fill all the bottles on all the shelves of America’s hospi- 
tals and its 50,000 drugstores, and you’ll understand 
how vital bank assistance is to the drug industry. 


Medicine money 
Start with the manufacturer. Mr. Big or Mr. Small, both 
have payrolls to meet, expensive equipment to maintain 
stills, vats, pipes and more pipes. It’s a good bet that 
money from the bank helped them build and grow. 


Then there’s Research, the doors that click open to 
new medical frontiers. Bank loans help produce and 
mass-produce the great discoveries, making them avail- 
able to all. 

Enter the wholesaler. He needs help from the bank, 
too, to replenish his inventories and keep the corner 
druggist freshly supplied. From microbe hunt to filled 
prescription, a bank has usually “gone along” every 
step of the way. 

Right this moment there are 172 billion dollars on 
deposit in the commercial banks of this nation. Your de- 
posits. Your dollars. Money that’s mostly on call, ready 
to serve every important industry. You may be sure 
that the dollars that answer that call are helping to 
build a healthier, sounder, stronger America. 

Chase National Bank is proud of the part it is playing 
in American progress. 


THE 
CHASE NATIONAL BANK 


OF THE CITY OF NEW YORK 
(MEMBER FEDERAL DEPOSIT INSURANCE CORP.) 


(One of a series of advertisements being published in New York City newspapers) 





a single 8%” x 11” page in the hope that 
it would be useful to the many install- 
ment lenders who do not have time to 
digest all the detailed information which 
reaches them.” 

Past issues of the paper have con- 
tained stories on new sales and operat- 
ing ideas, and interpretation of sound 
policy in face of specific economic de- 
velopments. The “Notes” have also 
described C. & S. services such as in- 
stallment billing, master insurance policy 
participation, protection of wholesale 
repurchase agreements, use of rate 
charts, and consultation service. 

“A basic C. & S. belief,” said Mr. 
Welch, “is that the better job all banks 
do in meeting the installment lending 
needs of their communities, the better 
will be the long-run economic environ- 
ment for the C. & S. installment pro- 
gram.” 

The success of the ‘Installment 
Notes” series is evident in the fact that 
several banks have started using C. & S. 
administered credit insurance policies, 
and by the letters and requests for re- 
prints which follow each issue. 
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F.H.A. Mortgagee Clinic 


A highly popular series of educational 
clinics. for mortgagee employees is being 
held in Detroit, Michigan, by the local 
office of the Federal Housing Adminis- 
tration for the benefit of some 55 mort- 
gagee firms in southeastern Michigan. 
The meetings are aimed at mortgagee 
personnel actually responsible for proc- 
essing F.H.A. applications, or complying 
with the details of F.H.A. rules and 
regulations. 

Heavy attendance. Each month since 
last November, when the program was 
first started by Harry M. Steffey, acting 
director of the Detroit F.H.A., between 
100 and 125 mortgagee employees have 





(Standing, I. 
troit; and Harry N. 
sentative, and Mrs. 


to r.) Alfred Taylor, president, Mortgage Bankers Association, De- 
Steffey, acting director, Douglas Montgomery, contact repre- 
Stella Sheean, executive assistant, all of the Detroit F.H.A. 


Mortgagee personnel meet to learn F.H.A. processing details 


attended the 2-hour luncheon meetings. 
The instruction-discussion periods are 
conducted by various members of the 
F.H.A. staff. The mortgagee firms repre- 
sented include banks, savings and loan 
associations, insurance companies, and 
other approved lending institutions. They 
are located not only in Detroit, but in 
several other Michigan cities and in 
Toledo, Ohio. The activity receives the 
full support of the local chapter of the 
Mortgage Bankers Association, and has 
also been indorsed by F.H.A. directors 
in Washington. 

Cover processing details. The first two 
clinics were devoted to discussions on the 
F.H.A. applications, covering the sec- 
tions on plans and specifications, proper- 
ty description, credit information on the 
borrower, and the mortgagor’s statement. 
At the third meeting the talks centered 








WHETHER YOU’RE A CORRESPONDENT BANK OR NOT; 


Give Us 


A Job 


To Do 


Send us your toughest problem... 
Phone LAfayette 3-6800, ask for Correspondent 
Banking Service and get action—fast! 


40 Water Street, Boston 


Capital $10,000,000 


Surplus $20, 000, 000 


Member Federal Deposit Insurance Corporation 
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on the mortgage itself and the mortgage 
note. Then, with all questions cleared 
concerning the form work, the fourth 
session was concerned with the method of 
tying in the executed forms with the 
mortgage commitment and note. At the 
sixth monthly clinic, the use of the official 
F.H.A. Mortgagee’s Handbook was ex- 
plained. Last month, at the seventh meet- 
ing, the F.H.A. compliance inspection re- 
port was the clinic’s subject. 

Mutually advantageous. In describing 
the programs, Mr. Steffey emphasized 
that it was mutually advantageous to 
both the F.H.A. and mortgagees in that 
it was a sure and effective way of pro- 
moting better understanding and _in- 
creased efficiency. “The program,” he 
said, “is entirely constructive. Already 
its results show savings in time and 
money for the participating institutions, 
since what their employees learn is bound 
to eliminate errors and delays in proces- 
sing.” 

The clinics will not be held during July 
and August, but will be resumed in Sep- 
tember. The only cost involved is the 
price of the luncheon, which is usually 
borne by the mortgagees sending employ- 
ees to the clinic. 
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Bank Histories 

The history of a bank is the history 
of the community it serves—the people, 
institutions, business, industry. Conse- 
quently, the banks are eminently proud 
of their work in behalf of their com- 
munities, and on the occasion of their 
significant anniversaries, many of them 
elect to call public attention to their 
long years of service in a variety of 
ways. Others are content simply to re 
cord their histories and plans for the 
future in brochures distributed to cus- 
tomers and friends. 

Grand Rapids, Michigan. A hundred 
years ago when the Old Kent Bank was 
formed here, its officers promised “ . 
that Old Kent will be in the fruitful 
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Within 30 minutes of arrival, your 
important sendings can be on their way! 


Our Rapid Router service has been designed to 
handle, in the fastest possible way, all your important 
sendings — checks and other items which need special 
attention. 

Here’s how The First’s Rapid Router works for such 
items. They are: 


Sorted to Lock Box RR by postal clerks, sepa- 


rate from our regular mail. 


Collected from this box at frequent intervals, 
day and night, every day. 

Delivered direct to our Rapid Router desk where 
Special Transit personnel select the fastest means 
of making presentation. 


Micro-filmed and sped on their way — often with- 
in 30 minutes of receipt —by the fastest carriers 
available. 


You are invited to try this fast, accurate, and de- 
y 

pendable service. This special handling of your im- 

portant sendings is available to you even though you 


may not have established a correspondent relation- 
ship with The First. Next time—simply mail them 
with a separate letter of transmittal to: 


LOCK BOX RR 
CHICAGO 90 
ILLINOIS 


Upon your request, we will send you a supply of 
printed envelopes with your return address on the 
corner card along with further information about our 
important Rapid Router service. 

Rapid Router is only one of many First National 
services available to you. They are: 


Complete Clearing and Collection Service + Travelers Checks 
Complete Foreign Banking Service « Loan Participation * Bond 
Department + Operational Procedure Surveys + Assistance 
in Handling New Types of Loans « Wire Transfers © Safe- 
keeping Service * Bank Remodeling and Modernization 
Public Relations and Advertising + Credit Information 
Correspondent Conferences * Assistance in Special Events 


Epwarp E. Brown, Chairman of the Board 
James B. Forean, Vice-Chairman Homer J. Livineston, President Wattrer M. Heymann, Vice-President 


Haroup V. AMBERG, Vice-President 
Gaytorp A. FREEMAN, Jr., Vice-President 


Huco' A. Anperson, Vice-President 
Hersert P. Snyper, Vice-President 


The First National Bank of Chicago 


Dearborn, Monroe and Clark Streets 


Building with Chicago since 1863 


MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 





transfer records- 


SAFE, ACCESSIBLE 
LOW-COST 
STORAGE 


STOCK 
“SIZES 


STORAGE BOXES 


Today and every 

day records must be saved 

for your business protection 

tomorrow. Over 90,000 leading firms find 
LIBERTY STORAGE BOXES the best, most 
efficient product for storing inactive 
records. Check Liberty’s sturdy corrugated 
fibre-board construction, spill-proof, 
dust-proof closures and low cost. 

Sold by leading stationers everywhere. 


CLIP AD TO YOUR LETTERHEAD FOR COMPLETE CATALOG 


BANKERS BOX COMPANY 


Record Retention— Our Business Since 1918 
720 S. Dearborn Street . Chicago 5, Ill. 














. PUBLIC NATIONAL 
 Close-Contact 


CORRESPONDENT 
BANKING 


“Provides Better Service for, 
. § Banks AllOver — 
_ America” 


TRANSIT 


Cash items are processed 
around the clock. An 
efficient force speeds 
out-of-town checks 
on their way in 
minimum time. 


Ui. 
Public National 

WHC Navona 
BANK AND TRUST 


COMPANY of New ) orf 
Main Of } | 








Mayor and Mrs. Frank Tobey (center) congratulate Board Chairman W. R. King 
(left) and President W. B. Pollard on bank’s anniversary 


80 years for the National Bank of Commerce, Memphis 


years to come more than ever the bank 
its customers want it to be.” Still keep- 
ing that promise, this year the bank 
opened the city’s first completely modern 
drive-in banking facility for the con- 


| venience of its customers. It is the 


bank’s 14th branch. 

The new drive-in is on a _ corner, 
enabling customers to drive in from a 
side street and leave via a main street 


| in either of two directions. Two tellers’ 
| windows are located 36% 
| center to center, and divided by 34 feet 


feet apart, 


of thermopane. The arrangement per- 


| mits drive-in customers to view all oper- 
| ations, and at the same time allows 
| walk-in customers inside to view the 
| drive-in operation. 
| are at a continuous level, with no deal 
| plates or 


The inside counters 


openings. The interior is 
finished in blond color, and the exterior 
is of Kentucky stone with plantings to 
enhance the beauty of the office. 
Memphis, Tennessee. In early April the 
National Bank of Commerce in Memphis, 
Tennessee, celebrated its 80th birthday 
with a two-day open house attended by 
banker friends from all over the country. 
Several exhibits were displayed in the 
lobby, including a giant birthday cake, 
old currency of the United States, and 
modern, time-saving bank equipment. 


Other features were tours of the bank 
conducted by officers, the awarding of 
Savings Bonds to the customers pro- 
ducing the three oldest evidences of 
transactions with the bank, and con- 
tinuous organ music. 

The bank also distributed several hun- 
dred copies of a handsome _ brochure 
which mirrored through the lives and 
times of its eight presidents the institu- 
tion’s romance-laden history from the 
trying days of the Reconstruction era. 

Allentown, Pennsylvania. Another beau- 
tiful booklet in which is recorded the 
intertwining of a bank’s history with 
the community is that of. the Merchants 
National Bank of Allentown, Pennsyl- 
vania, published on the occasion of the 
bank’s golden anniversary this year. 
The closing chapter of the brochure is 
entitled, “In the Years Just Ahead.” 
This section, telling of projected expan- 
sion plans, adds: “But . . the years 
ahead are predicated on more than new 
buildings. ... These are but the symbols 
of progress. . . . The hopes and plans 

. are centered on continually expand- 
ing service for every segment of the 
community.” 

Malta, Montana. The First State Bank 
of Malta, Montana, in a special news- 
paper section told the community: 


A modern drive-in branch marks a bank’s century of progress 


Old Kent Bank, Grand Rapids, Mich. 
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“We've enjoyed having a part in the 
half century of growth in our county, 
the finest in Montana.” During a week 
of celebrating its 50th anniversary, the 
pank exhibited a special display of his- 
torical bank notes, among which were 
six silver certificates, including the 
“Blectric bill,’”’ so-called because the 
central figure in the engraving holds an 
electric light bulb. Another cabinet in 
the exhibit contained specimens of “frac- 
tional currency,” issued to provide small 
change during the Civil War when the 
Federal government suspended coin pay- 
ments. 

New York, New York. “The Five 
Decades of Bankers Trust Company, 
New York,” is the title of a beautifully 
illustrated, 40-page booklet produced to 
commemorate the 50th anniversary of 
that bank. The booklet traces the prog- 
ress of the bank through a half century 
of unusually rapid evolution in the 
financial industry. 
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Blind Loan Officer 


A delinquent G.I. customer of the 
Western Savings Bank of Buffalo, New 
York finds it very difficult to persist in 


an attitude expressed sometimes to bank | 
loan officers. The attitude: “I risked my | 
life fighting for YOU. Surély, you won’t | 


press ME for a few dollars!’ 








Mr. Hoyczyk works unaided 


If a veteran does take such an attitude | 
at Western Savings, in all probability he | 


will be talking to another veteran, one 
who represents the bank’s side of the 
story. However, Loan Officer Edward 
Hoyezyk will not be able to see the 
delinquent borrower. Since World War 
II, a German shepherd named Jay has 
done the seeing for Mr. Hoyczyk. 

Hired by president. The blind veteran 
was employed by the bank in November, 
1949, after President Charles R. Die- 
bold had seen a local newspaper story 
on him, published during Employ the 
Physically Handicapped Week. 

In the beginning his position with the 
bank entailed two principal duties. In 
the first he counselled other veteran- 
applicants on G.I. mortgages. In the 
second and more important duty, he 
Worked with those veterans who were 
im cefault through strikes, layoffs, loss 
of employment, illness, ete. 

To perform his duties and to acquire 
a knowledge of pertinent banking prac- 
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dy A big package 
of Todd service 


When a bank orders a Todd Imprinter, our work isn’t 
ended — it has just begun. Our salesmen arrive before the 
new machine and stay until after the operator is trained 
and the whole installation running smoothly. We supply 
tested advertising and publicity for local use—free. 

Our representatives are always on the alert to 
uncover new uses for your Imprinter and new customers 
for your bank. Recently, a Todd salesman suggested to a 
long-time user of the Imprinter an entirely new and 
valuable use —the personalizing of loan coupon books. 

To get the complete story of the Imprinter, mail 
the coupon now. 


THE TODD COMPANY, Inc., Dept. BCH 
Rochester 3, N. Y. 


Please send me, without cost or obligation, complete 
information on the Todd Imprinter. 


Name of Bank 





Address. 








State. ROCHESTER & NEW YORK 
SALES OFFICES IN PRINCIPAL CITIES 





BCH-5-53 





tice, Mr. Hoyczyk committed to memory acceptance or rejection, Mr. Hoyczyk does yy, Ele 








information on procedures and policies all his own work. Ag elect 
by using a recording device and a type- KG 1s vice-} 
writer. ° ff . -_ 
Checks credits. In December, 1950 the a. reg 
bank expanded its home improvement Ps 

loan department and Mr. Hoyczyk took Wulton National, Atlanta, we = . 
over the duties of credit investigator. To Build Skyscraper Bank Let eg ) - 
In this work he takes an application from The Fulton National Bank, Atlanta, “LA : * e 
a dealer by phone recordings. He then Georgia, is scheduled to begin construc- tO  . | dy re 
phones the information to the credit tion next month on a modern, 25-story ea mn. ‘ b 
bureau, whose oral report in turn is skyscraper in the heart of the city’s — ann te tl 
also recorded. By listening to the appli- business and financial district. To be "Th 
cation again, he can then determine named after the bank, it will be the first he 
which references or inquiries to “check major office building erected there since ake 
out” in evaluating the merits of the 1930, and the bank’s sections will incor- bey 
loan. From the taking of an original porate the latest in banking facilities. ar 
application until the loan is ready for The main banking room will occupy ton, 
al S 
setts 
Wisc: 
Wisc 
So 
ment 
and 1 
on 1 
First six floors for banking Wed: 
form 
the entire first floor, approximately 110’ x aie 

200’, and will be accessible via stairs, 

| escalators and elevators. The first five 

| upper floors will house various banking 
departments, while the 7th and others Bar 
will provide for future expansion. , 
Three basements will provide a com- Th 
plete garage and ample parking facilities “ast 
for the bank’s customers, which will to ci 
greatly alleviate the traffic congestion a su 


| now existing in downtown Atlanta. On 
one side of the building, four modern 
drive-in teller’s windows will be built in 
a recessed area within the building 
proper. Per 


Sist A.I.B. Convention 


Final plans are taking shape for the 
51st annual convention of the American 
On Canada’s Labrador-Quebec border, there is Institute of Banking in Cleveland, Ohio, 
an iron belt larger in extent, and possibly in ore, June 8-12. 
than the Mesabi Range. With mining operations Top speakers are being lined up to 
now underway, a 360-mile railroad is being address the five-day meeting to be held 
built from Seven Islands on the St. Lawrence in the Statler Hotel, according to A.LB. 
in order to transport the ore to this ager ene age poo a 
. , . vice-president o e Power City Trus 
continent’s great steel mills. Gites, Yee Matias Pret Gaames 
LET IMPERIAL BANK With a branch at Seven Islands and another at Western New York, Niagara Falls, New 
KEEP YOU UP-TO-DATE Knob Lake, the railroad’s future northern | York. W. Harold Brenton, president 7 
ON CANADA! terminus, Imperial Bank has been serving this es ee pepe wie Raney se cape me 
We iaviee innsened US. development since early in 1952. It illustrates Meines, lows, will be the featunil 
banks to investigate our serv- Imperial Bank's policy to pioneer banking services speaker at the opening session on Mon- 
ices as a correspondent bank. in new areas and to always be ina position to day. 
Write: Imperial Bank of Can- provide the most up-to-date information on Business sessions. The daytime hours 
ada, Head Office, Toronto. current conditions, trends and Opportunities. on Tuesday, Wednesday and Thursday 
will be devoted primarily to a series of 


conferences on various phases of bank- 
ing such as trust business and invest- 
ments, business development and adver- 
tising, credits, bank management and 


; i ’ d Se i d ra 
“the bank that SOwAICE built 24 ata ge Melos va ces to Da 
on A.I.B. educational, chapter adminis- 
ht age a ivitiest 
IMPERIAL BANK OF CANADA . | | aaeqelennemae ae paused 
gates will take place on Wednesday 
| morning. 
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Election highlight. The convention will 
elect for 1953-54 an A.I.B. president, 
vice-president, and four members of the 
executive council. Stetson B. Harman, 
trust officer and assistant secretary of 
the First Trust and Savings Bank of 
Pasadena, California, who is now the 
ALB. vice-president, has been nomi- 
nated for the presidency. Alvin E. Roe- 
mershauser, assistant vice-president of 
the Whitney National Bank, New 
Qrleans, Louisiana, has been nominated 
for the vice-presidency. 

The candidates for three-year terms on 
the executive council are: George Clark, 
Farmers and Merchants National Bank 
of Los Angeles, California; E. Maurice 
Faubion, Second National Bank, Hous- 
ton, Texas; Gerard E. Hayes, the Nation- 
al Shawmut Bank, Boston, Massachu- 
setts; and Samuel M. McGinnis, First 
Wisconsin National Bank, Milwaukee, 
Wisconsin. 

Social activity. All-around entertain- 
ment at the convention has been planned, 
and will include a “‘get-acquainted hour” 
on the opening day, an outing on 
Wednesday afternoon and evening, in- 
formal dancing after the evening ses- 
sions, and a grand ball in the Statler 
Hotel on Friday evening. 
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Bank Officer Leadership 


The bankers of this country devote 
“astronomical’’ amounts of their time 
to civic and public welfare activities, if 
a survey made recently at the First 


American National Bank, Nashville, 
Tennessee, is any gauge. The survey 
showed: 23 of the bank’s 53 officers and 
branch managers in service as civic 
group leaders; an estimated 6,292 hours 
of their ‘‘extra’” time devoted to such 
outside activities in one year. 

According to Vice-President C. H. 
Wetterau, who made the survey, the 
6,292 hours are equal to the time three 
men would put in full-time on a 40-hour 
week basis for a year. 

The total “civic” time did not include 
activities of the 30 other officers and 
branch managers. Nor did the survey 
include religious or fraternal work. 

Up to 700 hours a year each were ex- 
pended by American National officials 
engaged in major civic campaign leader- 
ship. Six of them chalked up 500 hours 


or more. Mr. Wetterau estimated that | 


half or more of the time was clocked 
during banking hours, and the remainder 
on the bankers’ own time. 


° e e 


Facades of Brick 


In modern day architecture many 
newer types of materials are available 
for exterior construction, but warmth 
and durability remain virtues of the 
age-old brick. Combined with stone trim, 
brick was used to achieve the varied 
formal and informal stylings in the new 


banking quarters shown here and on page | 


22. Behind their facades are modern, 
comfortable banking rooms. 


Formal and informal examples in new quarters styling 


Peoples Bank of Trenton, Mich. 
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When you 
think of 


money at work 


PEOPLES 








Consumer financing plays a vital 
part in helping to maintain the 
high production level of the auto- 
motive industry. Today, approxi- 
mately 70% of the automobiles 
sold are financed on installment 
payments. Here again, money at 
work strengthens our economy. 


In the Pittsburgh market, 
Peoples First National has played 
an important part in consumer 
credit. Last year, for example, 
56,465 people bought automobiles 
and other consumer purchases 
through Peoples Time Plan. 


Peoples First National has ac- 
quired extensive experience in 
serving the automotive industry. 
This knowledge and our wide- 
spread contacts in the industry 
are frequently of value to Corre- 
spondents. If you’re considering 
a Pittsburgh Coanieenions. we 
will welcome the opportunity of 
presenting the facts about our 
comprehensive services. 


PEOPLES FIRST 
NATIONAL 


BANK & TRUST COMPANY 
Correspondent Bank Department 
P. O. Box 506, Pittsburgh 30, Pa. 
Member Bank Wire 
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American National Bank, Nashville, Tenn. 








Manchester Trust Co., Manchester, Conn. 
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The Milford Trust Co., Milford, Conn. 


Contrasting architectural design is shown in the new brick-stone quarters of these banks 


Worcester, Massachusetts. Pleasing for- 
mality of design is seen in the fire-proof 
brick and steel two-story structure of 
the new office of the Worcester County 
Trust Company. The drive-in annex is 
of similar formal design, and annex and 
building are air-conditioned throughout. 
The new quarters offer full commercial 
banking services, including a 3,000 box 
safe deposit vault with ten coupon 
booths and three large conference rooms. 
A complete time sales finance depart- 
ment, an employees lounge, and a com- 
pletely equipped kitchen are located on 
the second floor. Also located at this 
new Office is the purchasing headquarters 
for the bank’s nine offices. 

Trenton, Michigan. In contrast to the 
Worcester bank, features of the informal 
styling of the new quarters of the 
Peoples Bank of Trenton, Michigan are 
a cornerstone pylon, full facing win- 
dows, and an eight-foot marquee extend- 
ing on two sides of the building. Special 
lighting fixtures on top and bottom of 
the marquee illuminate the building and 
the bank signs. Inside, the informal 
atmosphere is further carried out by 
tropical plantings in several locations. 
Special lighting eliminates all shadows. 
The flooring is a vinyl-asphalt combina- 
tion, and the paneling, woodwork and 
tellers’ cages are finished in light ma- 
hogany in pleasing contrast to green 
terrazzo tile cage counter tops and green 
window drapes. The electrically-operated 


22 


“magic eye carpet’? doors have received 
much favorable comment from the bank’s 
customers. : 
Hobbs, New Mexico. Of ultra-modern 
styling is the new building of the First 
National Bank, Hobbs, New Mexico, 
where white brick and black pearl gran- 
ite make the bank’s facade unusually 
colorful. To further distinguish the 
building, the entrance flooring is of red 
tile and the recessed entrance way of 
full glass, set off by variegated-color 
draperies. A nine-foot high circular sign 
is in the shape of the silver dollar which 
has come to be symbolic of the West. 
The fixtures of this bank are walnut in 
natural color. A circular wall at the rear 
of the lobby is made of fluted oak panel- 
ing. A special room is reserved for con- 
ferences and for community groups 
wishing to hold meetings. Modern drive- 
in and depository facilities, air-condi- 
tioning, fluorescent lighting, lock box 
facilities and coupon booths are some of 
the other features of these new quarters. 
Nashville, Tennessee. The design of the 
new Woodbine Branch of the First 
American National Bank here is an 
excellent example of informal contem- 
porary architecture. The exterior fea- 
tures include walls of California Roman 
type brick, large areas of plate glass set 
in aluminum sash, wide aluminum-faced 
sunshades supported on redwood col- 
umns, and name signs of cast aluminum 
letters set in both sides of the brick 


tower and on the sunshade. The name 
signs are illuminated. Interior features 
include a terrazzo floor and marble bases 
in the main banking room, wall finishes 
of plaster and California brick, acous- 
tical plaster ceiling, safety deposit boxes 
and ventilated coupon booths. There is 
also a. movable check counter. Modern 
units for heating, air-conditioning, and 
lighting make for maximum comfort in 
the public and work areas. 


Milford, Connecticut. A modern treat- 
ment of Georgian Colonial architecture 
was given to the new Devon Branch of 
the Milford Trust Company in using 4 
red brick with limestone trim on the ex- 
terior construction. The Georgian mail 
entrance is entirely of limestone. The 
entrance is set back behind a flagstone 
terrace and aluminum railings. The two 
large bay windows incorporate steel 
awning sash. The interior finish is of 
birch veneer flexwood applied directly to 
the hard plaster wall. Flooring is of tel- 
razzo tile with brass dividing strips 1 
the lobby, and of rubber-base asphalt 
tile in the other areas. An acoustical tile 
known as fissuretone and having the ap- 
pearance of travertine marble was used 
for the ceilings, in which are recessed 
modern fluorescent lighting fixtures. The 
heating is a combination of radiation and 
hot air, with provisions made for fu 
ture installation of air-conditioning. 
Throughout the bank are many of the 
most modern devices and furnishings of 
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present-day banking. 

Manchester, Connecticut. Also of colo- 
nial style, the new quarters of the North 
Branch of the Manchester Trust Com- 
pany typify the comfortable and neat 
type of architecture traditional in the 
New England states. Even the modern 
drive-in window and night depository 


blend with the even lines of the entrance | 
and windows and the gable and cupola. | 


The inside of the bank has counters of 
grey oak paneling, light green walls and 
colorfully patterned draperies. Featured 
also are a large parking area, employee 
lounge, and conference room. 
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N.A.B.A.C. Regionals 
In June 
During three-day meetings at Los 


Angeles and Omaha next month some of | 


the most pressing and current problems 
in banking will be thoroughly explored 
and discussed by members of the Na- 
tional Association of Bank Auditors and 
Comptrollers. Defalcations, bank audits 
and control, country bank operations, 
and better relations between top man- 
agement and auditors, are only a few of 
the timely topics listed in the conference 
plans as recently announced by the 
N.A.B.A.C. regional committeemen. 

Los Angeles, California. The Eighth 
Western Regional Conference will be 
held at the Statler Hotel in this city, 
June 11-12. General chairman for the 
conference is Theodore H. Ballmer, 
assistant auditor of the Security-First 
National Bank of Los Angeles. He is 
assisted by vice-chairman Earl K. Simp- 
son, auditor of California Bank, Los 
Angeles. 


Up-to-the-minute themes planned for 


the sessions include “Defalecations and 
Their Impact on Banking,” “Keeping an 
Audit Program Up to Date,” “Safe- 
guarding Cash,” “The Auditing Depart- 
ment as a Training Ground for Per- 
sonnel,” “What Management Expects of 
Auditors and Comptrollers,” “Audit of 
Bank-owned Securities and Investment 
Department Records,” “Safe Deposit 
Boxes—Asset or Liability?” “The Full 
Value of the Auditor,” “Do You Know 
What Your Blanket Bond Covers?”, 
“Bank Service Charges vs. Rising 


Costs,” “Audit of Real Estate Loans,” | 


and “Automobile Dealer Credits.” 


A special address on the N.A.B.A.C. | 


school will be given by Darrell R. 


Cochard, executive secretary of the | 
N.A.B.A.C. Of special interest also will | 


be a speech entitled, “Marching to 
Music,” to be given by Dr. W. Ballentine 
Henley, president of the College of 
Osteophathic Physicians and Surgeons, 


Los Angeles. Two periods will be devoted | 


to technical conferences under the guid- 
ance of Harry E. Mertz, secretary to 
technical commissions, N.A.B.A.C. 


Although the entertainment program | 


was not completed by late April it did 
include social gatherings and, as far 
as limited capacity will make them avail- 
able, tickets to the famous stage show- 
ing of “The Drunkard.” A fashion show 
and TV and radio studio tours are 
planned specially for the women. 

Omaha, Nebraska. The Northern Re- 
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WHAT 


Should your letterhead do? 


@ SHOULD IT 
BE INSTITUTIONAL 
AND IDENTIFY YOUR PLANT? 


@ SHOULD IT 
ADVERTISE AND CARRY 
YOUR SLOGANS OR TRADEMARK? 


@ SHOULD IT 
PROMOTE CONFIDENCE 
BY LISTING YOUR TOP EXECUTIVES? 


What goes into your letter- 
head depends on YOUR business 
and YOUR markets. It should be 
designed to do a specific job for 
YOU. To assist you, Neenah will 
send you “The Psychology of Busi- 
ness Impression”: which helps you 
find the right combination of the 
five basic elements every good let- 
terhead needs. The portfolio also 
contains 24 basic letterheads that 
demonstrate in detail how letter- 
heads can work for you. For your 
free copy, check the coupon below, 
sign your name and attach to your 
letterhead. 





COURTESY COUPON 


NEENAH GUIDE 
To 
BETTER INDEXING 


—_ PARES 


[] The Psychology of Business Impression, 
Letterhead Test Kit, and Opinion Cards. 


[] Neenah Guide to Better Indexing, a com- 
plete sample file of fine quality index, 
which also contains useful information 
about tab cuts and sizes, ruling, color 
control systems. B2 


SIGNATURE 





Attach to your business letterhead and mail to: 


NEENAH PAPER COMPANY 


Neenah, Wisconsin 








Committee for Los Angeles Conference 


The N.A.B.A.C. groups who mapped far-reaching June 


gional Conference of the N.A.B.A.C. 
will be held at the Fontenelle Hotel, 
Omaha, June 18-20 under the general 
chairmanship of J. B. Lichtenwallner, 
auditor of the Omaha National Bank, 
Omaha, Nebraska. Vice-chairman for 
the program is John Carlson, auditor of 
the Stock Yards National Bank, Omaha. 

“Something doing every minute” is 
the way this conference has been de- 
scribed, and a glance at the plans sup- 
ports the statement. Special features 
include addresses by non-bankers on 
“Human Relations,” and “Psychology of 
Bank Embezzlers,” by Dr. Alvin H. Goe- 
ser and by Dr. Claude E. Thompson, both 
of the University of Omaha. 








A panel discussion entitled, “First 
Aid in Defalcation” will be participated 
in by James L. Datton, in charge of the 
Omaha office of the Federal Bureau of 
Investigation; Howard Thedens,_ ex- 
aminer for the Federal Deposit Insur- 
ance Corporation; C. W. Lyon, national 
bank examiner; and James Brown, area 
director of claims, National Surety Com- 
pany. Contributing from the N.A.B.A.C. 
viewpoint to this discussion will be Her- 
man A. Osment, comptroller, Fourth Na- 
tional Bank, Wichita, Kansas. 


The speech-and-discussion sessions of 
the meeting will also cover such timely 
subjects as “Management and_ the 
Auditor,” “Country Bank Internal Oper- 








ROUTINE 


When, underany given set of circum- 
stances, we do the same thing in the 
same way, we think of it as being 
routine. Thus, in a bank, whena new 
checking account is opened there are 
certain routine duties involved which 
are handled automatically and more 
or less in the same sequence. 


In recent years something new has 
been added to this function which, 
in many banks, has become as auto- 
matic as reaching for the signature 
cards. Each new customer is given a 
free trial order of fifty Personalized 
Checks. We sell these ‘Free Fifties’ 
to banks at a price of sixty cents per 
order and, since the customers pay 
forall reorders of two hundred checks 
each, the banks recover their invest- 
ment in a few months and eliminate 
all future check expense. 


These banks prefer to make this offer 
at the time the accounts are opened 
because the customer is in a more 
receptive and appreciative mood and 
each acceptance adds one more user 
of imprinted checks, thereby more 
than offsetting any shrinkage due to 
accounts being closed out. If the 
offer is not made at the time the ac- 
count is opened, the natural and 
normal closing of accounts will 
rapidly diminish the percentage of 
customers using imprinted checks. 


Last year we executed three hundred 
thousand orders for Free Fifties and, 
to the best of our knowledge, we have 
no bank customers who regret having 
adopted the program. Apparently 
the idea pays off in many ways, and 
we would be pleased to work with 
any bank who wants to try it. 





IF UXE 


CHECK PRINTERS 


Manufacturing Plants at: 


CLIFTON, PAOLI, CLEVELAND, CHICAGO, KANSAS CITY, ST. PAUL 








Committee for Omaha Conference 


regionals 


ations,” and a panel on “How to Stay Out 
of Trouble.” 

As a part of the entertainment pro- 
gram, a special tour of famous “Boys’ 
Town” is planned. A. S. Chaves, cashier 
and comptroller of the Live Stock Na- 
tional Bank, Omaha, will preside at a 
banquet on the evening of June 19. 
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Unusual Coin Bank 


A novel “money tree” coin bank has 
sold at a great rate since first being dis- 
played in the lobby of the Mercantile 
National Bank, Dallas, Texas, in early 
April. A special exhibit booth was used 
to demonstrate the decorativeness and 
utility of the savings banks, which sell 
for $2.75. 

The idea for the bank was evolved by 
Rex V. Lentz, the bank’s director of 
public relations and advertising, from 
an ancient Chinese and Malayan custom 
of casting coins in a tree-like form from 
which the coins could be broken off as 
they were needed. Several years ago 
such a “Ming money tree” was presented 
to the Mercantile Bank on its 33rd 
anniversary. 

Besides its use as a bank into which 
coins are inserted in a slot on the upper 


The “money-tree” bank 
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Display told of many uses 


surface, the base also has a small well 
for an ivy plant to furnish entwining 
leaves. Or the well may be used as an 
ash tray. To stimulate the custom which 
inspired it, the Mercantile sold the bank 
with pennies attached to the “tree” 
branches. The lock is on the bottom. 

The coin banks were exhibited around 
a 5-foot high circular booth, atop which 
there was a large potted Ming money 
tree. The display announced: “Money 
does grow on trees,” and informed the 
public that the banks could be used also 
as book-ends, paper clip holders, etc. 


4 od * 


Advertising Ideas 

In advertising, a single new angle is 
often the basis for a prize-winning or 
a highly successful campaign, providing 


the new approach is satisfactorily devel- | 


oped by adhering to other established 
principles of advertising. Statistics show 
that in general the advertising budgets 
of banks in no way compare in size to 
the budgets of other industries. Yet, in 
increasing numbers each year, banks are 
proving themselves leaders in the field 
of public relations and advertising by 
developing the new approaches and by 
winning “best campaign” awards. 

“Distinguished advertising.”” Compet- 
ing with 200 large and small national 
campaigns, the National City Bank in 
New York this year was named in the 
top-quarter winners for the Saturday 
Review of Literature annual awards for 
“distinguished advertising in the public 
interest.” Winners were selected by a 
committee composed of leading educators, 
editors, publishers, public opinion 
analysts, and advertising and _ public 
relations executives. 

The bank’s ads were concerned with 
“mining” and “electric power.” In the 
first ad, the story was told of the nation’s 
vast mineral resources and how National 
City proves helpful to the huge basic 
industry. In the other, the ad told how 
America depends on its sources of elec- 
tricity and how electric companies depend 
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Finest in History 


than sixty-two years because of their great accuracy 
in delivering correct change always. 


In addition to being absolutely accurate, Brandts per- 
form with great speed. Moreover they are so durably 
constructed they will last for years. 


The new, modern Brandt Automatic Cashiers are the 
finest in our history. In order to provide for the very 
best of service, bankers should replace earlier types 
of machines with current models, and receive the 
benefit of our present trade allowances. 


MODEL 250 BRANDT 
AUTOMATIC CASHIER 
Delivery chute type. 
Coins delivered direct 
to customer upon depres- 
sion of a single key. 


MODEL 150 BRANDT 
AUTOMATIC CASHIER 
Trap door type. Coins de- 
livered to customer by 
operator following de- 
pression of a single key. 


Other Brandt Products: Coin Sorters and Counters, Coin Counters and Packagers, Coin 
Storage Trays, also Coin Wrappers and Bill Straps. 
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AUTOMATIC CASHIER COMPANY 
WATERTOWN @ WISCONSIN 


ESTABLISHED 1890 


*'Brandt’’ and ‘‘Cashier’’ registered United States Patent Office and Canadian Trade Marks Office. 














Electric Power... and The 


You'll probably be surprised to learn that your wife has 
thirty men working alongside her all year, helping her do 
the housework and prepare the meals 

She has, that is, if yours is one of the 94°; of U. S. homes 
that use electricity. For the work done by electricity in the 
average home every year equals the labor of 30 men! 

However, this fact won't help you win arguments about 
who works harder—men or women — because the average 
industrial worker has 222 electrical helpers assisting him! 

This tremendous unseen electric army is equivalent to 
5's billion workers. Most of them are supplied by America’s 


Ginastr 


National City Bank of New York 


Like other businesses, large and small, the electric com- 
panies have learned that National City has facilities for 
industry's every need. Included are nearly $6 billion in re- 
sources, 140 years of experience, and complete banking and 
trust services. These are available in the United States 
through 67 Branches in Greater New York, and correspon- 
dent banks in every state. Overseas National City has 56 
Branches and correspondents in every commercially impor- 
tant city. For details, write or call The National City Bank 
of New York, 55 Wall St., New York City 


Mrmoet Pelerat Lieporut Ineureane Conperanon 


privately owned electric companies. To meet the demand 
for power, these companies have doubled their production 
during the last ten years, at a cost of nearly $11.5 billion 





National City Bank, New York, N. Y. 


First in World Wide Banking : oy 





**Let’s talk about you”’ 


Says 
KENNETH R 
COCHRAN 
Ar sirasns Ma 


* Ry, 4 . ‘ , a 
Financing your foreign trade 


in the complex busizess of financing foreign 
trade, there is much to be gained from associ 


ation with a firm that is a leader in the field 


“We suggest that you might well profit from 
The Bank of Culifornia’s world-wide network 
of forcign correspondents and our experience 
1s a leader in this type of business since 1864 
Our constant contact with correspondents 
abroad places us in an cnvjable position to 


serve those engaged in foreign trade. 


We would be delizhted to discuss your specific 


problems at your convenience 





T Your partner th  progess 


THE BANK OF 
CALIFORNIA 


The Bank of California, N. A., Portland, Ore. 


These ads won awards for being “distinguished in the public interest,” and “personalized” 


on the National City services. 

Said the Saturday Review in making 
the award: “We regard the public inter- 
est and public service advertising as a 
new frontier in communications in this 
country, and a significant extension of 
the traditional sales function in adver- 
tising.”’ 

**Personalized’’ advertising. Other 
awards were received in general competi- 
tion by a bank in Portland, Oregon, and 
one in Detroit, Michigan, for their “per- 
sonalized” advertising campaigns. 

A state advertising association in 
Oregon awarded The Bank of California, 
N. A., Portland, with plaques symbolizing 
the best advertising campaign in the 
local and regional fields originating in 
the state in 1952. The bank’s ads were 
personalized by direct quotations from 
bank officers pictured in the ads. Thus, 
the ads familiarized the reader with 
the bank’s services and with the identity 
of the officer in charge of trusts, new 
business, loan, foreign exchange, and 
other departments. Because of a limited 
budget, the ads were concentrated’ in one 
medium, newspapers. The copy was 
written to appeal to two categories, the 
general public and business institutions, 
and separate campaigns were launched 
for each group. 

Billboard advertising. The Bank of 
the Commonwealth, Detroit, Michigan, 
was signally honored recently by win- 
ning the first-place award of the Out- 
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door Advertising Association of America 
for the “best 1952 local, creative outdoor 
advertising campaign.” The bank’s 24- 
sheet poster billboards featuring various 
services were judged the best among 
approximately 1,000 entries which came 
from all sections of the country and 
included all classifications of business. 
In the past there has been an annual art 
contest in national outdoor advertising, 
in which the 100 best poster designs have 
been judged, but this was the first year 
the activity has had a local counterpart. 


In receiving the award at a meeting of 
a Detroit advertising club, Howard P. 
Parshall, Commonwealth’s president, was 
told, “It’s a real pleasure to announce 
that Detroiters have ‘shown the way’ 
again. This time it’s the advertising of 
one of our financial institutions.” 
Some new angles. The State Planters 
Bank & Trust Company, Richmond, 
Virginia, timed its auto loan advertising 
to coincide with the introduction of the 
1953 car models. A series of four ads 
were headlined with the slogan: “At 


Bank’s outdoor advertising won national award for local campaign 


Bank of the Commonwealth, Detroit, Mich. 
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State Planters you can finance your new 
automobile for as little as $4.50 per year 
for each $100 borrowed.” Appropriate, 
attention-getting sub-heads, and illustra- 
tions made the ads particylarly effective. 

The distinction of another series by 
the same bank was in the shape of the 
ads. Each one was of a full-length, two- 
column newspaper size which enabled 
them to enjoy the outside position of 
the newspaper page. The series used 
the slogan, “Loans for any sound pur- 
pose,” or “LFASP.” Unusual illustra- 
tions included over-size display type. 

At the First National Bank in St. 
Louis, Missouri, a large 12 x 60 foot 
cartoon mural was painted on a tempo- 
rary wall erected in the bank lobby. The 


cartoon was intended to help customers | 


“erin and bear” the inconveniences of 
remodelling. On the mural were shown 
a picture of how the new bank quarters 
will look, and cartoon figures of trades- 
men busy at work. ‘We hope,” read the 
mural, “you will pardon us for the 
temporary inconvenience created by our 
expansion and modernization program.” 


For the past three years the Spring- | 
field (Massachusetts) Institution for | 
Savings has conducted coordinated adver- | 


tising campaigns to trade on its reputa- 
tion as a “friendly, family bank.” Its 
newspaper campaign in 1951-1952 was 
based on a “personality” series in which 


bank personnel were illustrated and | 
introduced with brief descriptions of | 


their occupational duties and outside 
interests. The 1953 newspaper campaign 
consists of a series of every-other-week 
40-inch ads pointing up specific purposes 
for regular savings. The bank also uses 
radio and TV mediums for promoting 
the savings theme and various services 
of the institution. 


Sd * a 


Mutual Savings Meeting 

Some of the country’s most prominent 
speakers, representing the fields of bank- 
ing, government, economics and adver- 
tising, will be featured at the 38rd an- 
nual conference of the National Associa- 
tion of Mutual Savings Banks, being held 
in Washington, D. C., May 11-13. 


Senator Styles Bridges, of New Hamp- | 


shire, will be the principal speaker at 
the banquet session on May 12. Senator 
Bridges is a vice-president and trustee 
of the New Hampshire Savings Bank, 
Concord. 

Other convention highlights will be ad- 
dresses by W. Randolph Burgess, deputy 
to the Secretary of the Treasury and con- 
sultant on debt management, and by Au- 
brey G. Lanston, president of Aubrey G. 
Lanston & Co., Inc., New York, dealers 
in U. S. Government and municipal se- 
curities. 

The vice-president of the Mortgage 
Bankers Association, William A. Clarke, 
will speak on “The National Mortgage 
Seene—1952.” Mr. Clarke is president of 
the W. A. Clarke Mortgage Co., Phila- 
delphia. Alex F. Osborn, vice-chairman 
of the advertising firm, Batten, Barton, 
Dur: tine & Osborn, Inc., will talk on 
“Thi ce Kinds of Bosses.” Andrew Chmie- 
lewsici, Bank Commissioner of Rhode Is- 
land, will also address the delegates. 
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A Bi Bank 


GIOUNG with a 
Bi Country. " 


THE ROYAL BANK OF CANADA 


New York Agency: 68 William Street, New York 5, N. Y. 


Over 780 Branches in Canada, the West Indies, Central and 
South America, New York, London and Paris 


ASSETS EXCEED $2,675,000,000 











150.000 Persons “*Attend”’’ a TV Bank Tour 


By HERBERT J. WILLS 


Assistant Vice President, Central National Bank of Cleveland 








66 E WILL probably turn the bank 
inside out for a week and you 
will probably be a week after- 

ward getting back to normal... . But 

you have a show here and we would like 
to do it.” 

So .spoke a representative of Cleve- 
land’s TV Station WNBK to Loring L. 
Gelbach, president, Central National 
Bank of Cleveland, after a 2-hour tour 
of the bank’s main office premises. It 
had been suggested that the bank be a 
subject on the “Life in Cleveland” series 
of TV shows presented by WNBK and 
Life Magazine. “Life in Cleveland” is a 
once-a-week, half-hour program devel- 
oping a picture story of the American 
economy. Cleveland was the first city 
selected in which to start this project. 

Real life dramas. Each weekly show is 
characterized by an on-the-spot telecast, 
dramatizing the people who make the 
community and showing them at work 
in various important industries. 

The first show was telecast from the 
Republic Steel Company’s open hearth 
operation where flaming, bubbling cal- 
drons of molten steel were released be- 
fore the camera’s eye. Subsequent shows 
have taken viewers into a motor com- 
pany’s assembly plant where tanks are 
built for the armed services, the Art 
Museum, the polio ward of City Hospital, 
the Public Library, and other places. 

Careful planning. A week before our 
show a young woman researcher employed 
by Life Magazine started interviewing 
various of our personnel whose depart- 
ments would be part of the program. A 
great deal of background material was 
thus collected, to be reviewed later by the 
show’s commentator. While this was go- 


President Gelbach (left) interviewed 


“You have a show here .. .” 


ing on, studies of our building were 
made by the TV engineers to insure that 
the proper amount of power would be 
available for each of the three television 
cameras. 

There were many conferences with the 
producer, so that a sufficient quantity of 
“props” were on hand that might be 
made a part of the show. For example, 
it was impossible to.roll the television 
camera around to our Payroll Depart- 
ment and main vaults, so arrangements 
had to be made to set up a temporary 
payroll cage adjacent to the bank’s lobby. 
Our Foreign Department, as another ex- 
ample, had an interesting story to tell 
about the bank’s participation in the 
financing of exports and imports. We got 
in touch with a number of our customers 
who supplied us with green coffee, wool 


shearings, bolts of burlap, and sponges 
to exhibit on a special table. Manufac. 
turers of earth-moving machinery, trac- 
tors and special machines lent us scale 
models of their products for the same 
purpose. 

From the bank’s standpoint, security 
measures had to be completed, since the 
money vaults were to remain open past 
the regular closing hour. Full staffs of 
the departments to appear on the screen 
were arranged for, and officers were re- 
quested to remain downtown and occupy 
their usual desks in the lobby area. 

“On the air.”” Came the day of the 
broadcast, which was to be from 7 to 
7:30 p.m., and cameras, materials, ex- 
hibits and personnel were all on hand 
after the bank closing hour of 2:30 p.m. 
From 3 o’clock to 5:30 “walk-throughs” 
of the program were done, and later an 
actual rehearsal “on camera.” Then 
everyone had a “break period” for rest 
amidst tables, wires, cameras and other 
necessities of the telecast which were 
strewn around the floors. At 6:45 p.m. 
all personnel were alerted and placed at 
their stations and, as the minutes ticked 
away, tension mounted until the hand of 
the director indicated that we were on 
the air with President Gelbach acting as 
host to his unseen guests. 

Thus Central National Bank of Cleve- 
land became the first bank in this area 
to take a television audience, estimated 
at more than 150,000 persons, on a tour 
of the bank, explaining as the camera 
went from department to department, 
the bank’s various functions and how it 
was helping thousands of individuals and 
businesses in the orderly planning of 
their financial affairs. 


Careful plans preceded the “on-the-air” signal; viewers saw how the bank aids the community 


Role of customers in the lobby was played by employes 





Asst. Cashier Hess (right) explains bank’s foreign trade role 
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Inquiry division of the credit department at The Philadelphia National Bank 


A CORNERSTONE OF BANK CREDIT 





(ODE for CREDIT TNQUIRIES 


With new personnel, exchange of credit information 
has suffered... hence this timely review of principles 


T WOULD certainly not entail any 

risk of contradiction to say that all 

of us who are members of the 
Robert Morris Associates, national 
association of bank loan officers and 
credit men, know that organization’s 
“Code of Ethics for the Exchange of 
Information” and observe the code 
faithfully, but I am not so sure that 
we pass these principles along to our 
younger personnel who are engaged 
daily in the exchange of credit data. 
In the 38 years that the Robert Mor- 
ris Associates has been active as an 
organization, the Code of Ethics has 
changed but little and I am confident 
that it has infinite value. All of us who 
conduct our credit investigations in 
compliance with the Code have the 
responsibility of keeping these princi- 
ples alive through word of mouth and 
organization education. Not all indi- 
viduals of our profession have the 
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By 
ALVIN ¢. WHIPPLINGER 


Assistant Cashier 
The Philadelphia National Bank 
Philadelphia 1, Pennsylvania 


good fortune of being members of the 
Robert Morris Associates, and it is 
this group, which processes the bulk 
of the work pertaining to credit re- 
ports, that must be told and retold to 
adhere to the Code. 

This was graphically demonstrated 
by a survey recently made by the 
writer. In conversation with a number 
of credit investigators who are not 
members of the Robert Morris Associ- 
ates, it was developed that in prac- 
tically all instances they knew of the 
Code of Ethics, but had difficulty in 
remembering how many sub-divisions 
there were to the Code and in naming 


more than five or six of the twelve. 
Obviously, they had at one time or 
another reviewed the Code and it had 
made some impression upon them, but 
I submit that this is far from suffi- 
cient if these men are to discharge 
their daily duties properly. 

In these days of relatively high per- 
sonnel turnover, with new faces regu- 
larly making their appearance in 
our credit departments, an important 
responsibility rests upon the shoulders 
of those charged with administering 
credit information exchange opera- 
tions. This responsibility is to see that 
all credit men under their supervision, 
even those in the most junior levels, 
are well acquainted with our Code and 
adhere to all of its principles in the 
handling of every credit inquiry which 
they process. Only in this way can we 
maintain the fine spirit of cooperation 
which has been so well developed dur- 
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nature of the information received. 


without permission: 


permission. 


establish responsibility. ‘ 


and undesirable. 


ence may be kept to a minimum. 





CODE OF ETHICS FOR THE EXCHANGE OF INFORMATION 


Preamble 


The Robert Morris Associates, recognizing the importance and value of the interchange 
of credit information in the conduct of business, adopted (1916) the following code of credit 
ethics and urges its use in order to maintain the exchange of credit information on the confi- 
dential and ethical basis that this phase of credit activity warrants and requires. 


The Code 
1, The first and cardinal principle in credit investigation is to respect the confidential 


2. The name of the inquirer, in whose behalf the inquiry is made, should not be disclosed 
3. In answering inquiries, the source of the information should not be disclosed without 


4. Any betrayal of confidence stamps the offender unworthy of future consideration. 
5. Each letter of inquiry should indicate specifically the object and scope of the inquiry. 


6. When more than one inquiry on the same subject is sent simultaneously to banks in 
the same city, the names of the other banks should be plainly set forth in the inquiry. 


7. All letters, including form letters, should bear the manual signature of the inquirer to 


8. The recipient of a credit inquiry is negligent in his duty if he does not read carefully 
each letter of inquiry and answer frankly, to the best of his ability, its specific questions. 


9. In answering inquiries, it is advisable to disclose all material facts bearing on the 
credit standing of the subject, including the basis upon which credit is extended. 


10. Indiscriminate revision of files, when there is no real need for information, is wasteful 


11, Where periodic revision of file information is made, it may be desirable to give your own 
experience in the letter of inquiry, in order that duplication and unnecessary correspond- 


12, In soliciting accounts, it is not permissible nor the part of good faith for the soliciting 
bank to make inquiries from a competitor without frankly disclosing the nature and 
object of the inquiry. 





This time-tested Code of Ethics on credit inquiries was adopted by Robert Morris 
Associates in 1916, and has since been revised in 1921 and 1948 


“Every bank credit man should be thoroughly conversant with it’ 


ing the past years. 

Let us review each of the sub-divi- 
sions of the Code and make certain 
observations regarding them. 

1. The first and cardinal principle in 
credit investigation is to respect the 
confidential nature of the information 
received. 

Although this does not require any 
enlargement or detailed comment, it is 
obvious that any information given to 
us is done so as a matter of courtesy 
and in good faith by our informants to 
enable us either to pass on credit di- 
rectly or to share this information 
with trade customers who may have 
merchandise transactions under con- 
sideration. 

In addition, certain data which are 
discussed in the course of a credit 
checking are by their very nature con- 
fidential and are given to the inquirer 
with the recognized and _ distinct 
understanding that no responsibility 
should be attached to the source pas- 
sing on the details. 

It is important that unfavorable 
data, which is oft times discussed be- 
tween banks and also with some of the 
larger and more responsible commer- 
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cial houses, be used with the utmost 
discretion because of the contingent 
liability in the way of law suits which 
can arise through improper handling. 

2. The name of the inquirer, in whose 
behalf the inquiry is made, should not 
be disclosed without permission. 


Under no circumstances should the 
name of the inquirer be given to those 
sources which we contact for credit 
data. In accepting inquiries from cis- 
tomers and correspondent banks, we 
should satisfy ourselves that the in- 
quiry is a legitimate one, not competi- 
tive, and is being made in the interest 
of credit transactions. 

3. In answering inquiries, the source 
of the information should not be dis- 
closed without permission. 

The source of information should 
never be made known to an inquirer 
for the reason that the details are 
given in good faith and with the pur- 
pose in mind of enabling an inquirer 
to ascertain the standing, reliability 
and financial responsibility of the sub- 
ject. Certainly a bank, under no cir- 
cumstances, should pass along to its 
inquirer a letter received from another 
bank, nor should it permit any inquir- 
er to read such a letter. 


LL correspondence or conversation 
should be without reference to 
source of data. While on this point, it 
should also be brought out that agency 
information, as is clearly stipulated in 
the contract, is for the exclusive use of 
the subscriber. We as banks should not 
subject ourselves to contingent liabil- 
ity by allowing agency information in 
its original form or with other identifi- 
cation to get into the hands of others. 
Agency reports should be an internal 
reference for the sole purpose of for- 
mulating a credit opinion. 

4. Any betrayal of confidence stamps 
the offender unworthy of future con- 
sideration. 

Confidential information given by 
any source whether it be bank or trade 
is done so with the thought in mind of 
enabling the bank inquiring to formu- 
late an overall opinion of the risk and 
to summarize its conclusions. It may 
be that financial details have been sub- 


Supervisors should see that junior credit men adhere to Code 


Mr. Whipplinger, left, discusses query with J. W. Marshall of inquiry division 
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A Good Inquiry 
Gentlemen: 

One of our good customers has made inquiry of us concern- 
ing Brown & Brown Company, 334 River Street, your city. 
Our friends tell us that they have been selling to the subject 
for a period of approximately ten years and that high credit 
has been in the neighborhood of $10,000 on thirty day terms. 

hey mention the fact that their experience has been gen- 
erally satisfactory, but that within the past three months some 
slowness has occurred. We understand that approximately 
$5,000 is owing at the present time, with $2,000 being past 
due. In view of this, we have been asked to obtain as com- 
plete a report as possible relative to the financial responsi- 
bility, business reputation, and method of meeting obligations 
in general of the subject. Our client is particularly desirous 
of procuring late balance sheet and operating details. 

It occurred to us that you might be acquainted with the 
name, although if not, we should appreciate your conducting 
an investigation in our behalf as we are confining our request 
to your institution. ; 

Whatever you may care to impart to us will be treated dis- 
creetly, and we shall be pleased to reciprocate the courtesy 
whenever the opportunity is afforded us. 


Very truly yours, 


A Satisfactory Reply to an Inquiry 
Gentlemen: 

We have for reply your inquiry of March 12th concerning 
Ace Hosiery Company, 4242 Black Street, this city. This or- 
ganization does not appear as one of our own customers, but 
we have been pleased to conduct an investigation in your 
behalf and share with you such information as we have de- 
veloped. We find that this Pennsylvania corporation was 
chartered in October of 1925 as the successor to an enterprise 
begun in 1890. Management has all along been in the same 
family and appearing as President is J. J. Jones, who is a 
son of the founder and who has been active with the organiza- 
tion during his entire business career. He is assisted in the 
management by his brother, Thomas, who appears as Secre- 
tary and Treasurer and who has likewise had long experience 
in this type of activity. The company is a manufacturer of 
nylon hosiery, selling principally to jobbers. 

Banking relations have been maintained with one of our 
neighboring depositories since 1915, and we are told that 
balances average from moderate to medium five figure pro- 
portions. The bank affords the organization a medium five 
figure unsecured line of credit, last reaffirmed in May of 1952. 
Borrowing, we are informed, is on a seasonal basis with proper 
and periodic liquidation. After having been out of the bank’s 


Right and Wrong Ways to Handle Letters of Credit Inquiry 


debt for several months, a moderate five figure sum was 
borrowed in mid-December and is now outstanding. Our bank 
friends say that their experience has been entirely satisfactory 
and that they have a high regard for the management. 

Figures in the depository’s possession are those of December 
31, 1952 and, according to the bank’s analysis, they show 
current assets of $124,500, composed of cash of $39,000, ac- 
counts receivable of $38,500, and raw materials and supplies 
of $47,000. Non-current assets were comprised of $86,500 of 
land and buildings, $170,500 of fixtures and machinery, $4,000 
of deposits on machinery, and $1,000 of repaid and deferred 
items. Current indebtedness of $63,500 was made up of $37,- 
500 of notes payable to the bank, $11,000 of accruals, $12,500 
due to officers, and $2,500 of taxes. Net worth of $323,000 
consisted of $300,000 of outstanding stock and $23,000 of 
earned surplus. Sales for the year ended statement date were 
$629,000 and there was a net profit of $5,000. 

A trade clearance completed by one-of the agencies under 
date of October 13, 1952 revealed the replies of nineteen houses 
and a high credit of $12,560. Approximately one-half of the 
payments was made in a discount manner, the remaining bills 
being paid promptly. We ourselves have talked to some of our 
friends and find that four concerns have sold the subject for a 
number of years. A high credit of $8,500 was located, and 
payments were uniformly discounted. 

Those whom we have consulted tell us that their impressions 
of the management are altogether favorable, and they recom- 
mend the company for the $6,000 credit which you mention. 

We trust that these details will be of assistance to you, 
and we are glad to be of service in this matter. 


Very truly yours, 


A Poor Inquiry 


Gentlemen: 

We have an inquiry from one of our customers concerning 
R-M Manufacturing Company, ‘your city. Any information 
which you can give us concerning this name will be appre- 
ciated. 

Very truly yours, 


An Unsatisfactory Reply to an Inquiry 


Gentlemen: 

In answer to your letter of February 16th XYZ Company 
of our city has maintained an account with us for several years. 
Balances have been in proper proportions, and our experience 
has been satisfactory. 

Trusting this information will be of help to you, we are 


Very truly yours, 











If all personnel knew and practiced the Code, inquiry problems could largely be eliminated 














mitted in confidence to the source from 
which the inquiring bank is requesting 
edit information. Feeling that the 
inquirer will handle this information 
discreetly, some condensed version of 
the statement or some generalized com- 
ments on the figures may be passed 
along to the inquiring bank. 

In an instance of this type, the bank 
receiving the report should not violate 
the confidence, as any betrayal would 
brand it as unworthy of any future 
consideration and could prove embar- 
tassing to the bank giving the details. 
Also in the course of checkings, detri- 
mental information as to the character 
and standing of certain individuals 
may be discussed. This likewise should 
be handled with discretion because of 
the possibilities of reactions which 
May result from the improper use of 
such data. 

It is the responsibility of each one 
of us engaged in credit information 
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exchange to know our inquirers and to 
pass along to them only such informa- 
tion which we are confident that they 
will handle properly. The free ex- 
change of credit data has taken years 
to reach its present highly efficient 
state and we should not permit any- 
thing to happen to undermine the years 
of determined effort that have gone 
into its development. 

5. Each letter of inquiry should in- 
dicate specifically the object and scope 
of the inquiry. 

This is one point on which we in 
bank credit information exchange 
work can render a worthy service to 
our customers and help correct the de- 
terioration which has become ever 
more prominent in recent years, by 
reason of wholesale requests from 
mercantile houses for credit data with- 
out a full disclosure of the purpose of 
the inquiry. All of us engaged in this 
work should see to it that our subordi- 


nates are well posted on this part of 
the Code of Ethics. 

When we are requested by a corre- 
spondent or mercantile customer to 
obtain credit data, we should make it 
a point to develop full particulars re- 
garding the nature of the transaction 
under contemplation. If it is a file 
revision by a mercantile customer, 
bank reference(s), past and present 
experience, high credit, manner of pay- 
ments and terms of sale should be ob- 
tained; if the inquiry pertains to new 
business, the same details should be 
brought out with the exception, of 
course, of past and present experience. 
The inquirer should also be encouraged 
to raise all specific questions which it 
may have regarding management, 
finances, operations, etc. If the inquir- 
ing customer has agency details avail- 
able, this fact should be ascertained so 
that in conducting our investigation 

See CREDIT CODE—Page 79 
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been lifted. and determination of service 
charge policies returned to the banks 
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OW, that service charges have 
been decontrolled, is a good time 
to bring the program of the 
Country Bank Operations Commission 


By 
GEORGE R. AMY 
Secretary, Country Bank Operations 


Commission, and Deputy Manager, 
American Bankers Association 





COVER PICTURE 


Meeting of Service Charge Commit- 


tee, Country Bank Operations Com- 
mission, left to right: L. M. Schwartz, 
president, Citizens State Bank, Paola, 
Kansas; Maurice H. Kirby, presi- 
dent, First National Bank, Hender- 
son, Kentucky; Frank W. Sherman 
(chairman), president, American 
National Bank, Jacksonville, Florida; 
George R. Amy; and J. C. Welman, 
president, Bank of Kennett, Kennett, 
Missouri 





up to date for what assistance it will 
offer to bank management. The lifting 
of controls, which had “frozen” 


charges since May 11, 1951, again 
leaves banks free to set their own 
policies on methods and rates. 

As this determination of policy goes 
back to the individual banks, it is in- 
teresting to note the comments of the 
Office of Price Stabilization on the 








Information in the first four of these studies is being brought up to date in a new A.B.A. booklet, “A 


Simplified 


Cost 


Analysis 


A pertinent question now that price controls have 
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control period. “The Service Trades 
Branch is highly appreciative of the 
splendid spirit manifested by the 
banking industry in their cooperation 
in a controls program which was com- 
plicated, difficult to adapt to their 
peculiar circumstances, and which re- 
quired an attitude of constructive 
criticisms throughout the emergency 
period,” says Chief of the Service 
Trades Branch Conley H. Dillon in a 
letter to the American Bankers Asso- 
ciation. 

During the period when requests 
for price increases were filed with the 
national office of O.P.S., from May 16, 
1951 to November 18, 1952, Mr. Dillon 
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SURVEY OF BASIC SERVICE CHARGE COSTS 


The following high, low and median basic service charge program 

costs were obtained in 1951 by the Country Bank Operations Com- 

mission in a survey of 18 banks of various sizes selected because of 
their outstanding costing work 


Maintenance Charge, per month....... 
“On us” checks paid, average cost...... 
oe ee a 
Transit items, outgoing... .. so sc0<ss 
Lecal Cleerings, outgoing... ....60ccsc- 
ee ere ee 


High Median Low 
Se Sancti aut ana 1.840 .669 .290 
Soe Ar RMN ae .093 .059 .025 
Site aa weceas Grane 277 .126 .043 
b siwwiletiee oe .068 .016 .004 
gg <tr oerten .045 .018 .004 
Let atectites .263 151 .051 


A new study of costs and methods is “good business procedure’’ 


reports a total of 66 applications. Of 
these, he states that 30 applications 
were approved, some partially and 
some in full, 28 were denied and there 
were 8 withdrawals. Following the 
November date, he notes that applica- 
tions were filed with district offices 
and not included in the national office 
figures. 

The major problems encountered by 
the O.P.S., Mr. Dillon says, were in 
the matter of establishing prices when 
new branch banks were opened or pur- 
chased by central banks, in problems 
of minimum balance charges, and in 
the movement from a policy of not 
charging for check cashing and certain 
other services to one of attempting to 
recover costs as a result of changing 
patterns in a particular bank’s oper- 
ation. 

From the small 


number of banks 


e Service Charge Program for the Smaller Bank.” At far right is a recent report on miscellaneous fees 
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AMERICAN BANKERS ASSOCIATION 


included in the O.P.S. record, it might 
be concluded that very few banks 
have been interested in the service 
charge problem. This is contradicted 
by the fact that the interest expressed 
by banks, both orally and in writing, 
to the A.B.A., to state associations and 
the O.P.S. had led to the impression 
that a general move on the part of 
banks to increased rates might follow 
the suspension of controls. A survey 
conducted by the Bank Management 
Commission, since decontrol, indicated 
that this is not likely to happen but 
that there is real concern in some 
banks where inequities exist. 

After a period of controls covering 
nearly two years, it is obvious that a 
new study of bank costs and of service 
charge methods and rates is, at the 
least, a matter of good business pro- 
cedure. This is true in spite of the 


MISCELLANEOUS SERVICE CHARGES AS REPORTED BY 383 BANKS 
Country Bank Operations Commission 
oe ee : 
ACCOUNTS - CLUB emierctheks 0 Chaps 
Closing before completion: : $ 2 
completing: ae 25 
_ 3 50 
Opening: 4 .25 
: 1 50 
ACCOUNTS - COMMERCIAL 
Closing ~- Regardless of size 1- +25 
= Within 30 1 25 
sas ‘ 10 50 
8 1,00 
2 10,00 
1 +50-1.00 
4 50 : 
1 oe %, 
8 50 
5 1.00 
1 50 
3 1.00 
1 80 
1 80 
2 “50 
1 1.00 
2 50 
1 1.00 
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fact that greater volume and better 
methods may have held item costs 
down as overall costs increased. It is 
true in spite of the fact that increased 
loan and investment rates today are 
providing higher bank income. A cost 
analysis might conceivably reveal that 
the demand deposit department is 
operating at a loss, a loss that has to 
be offset from the earnings of other 
departments. 


The work of the Country Bank 
Operations Commission on the matters 
of costs and service charges has repre- 
sented a continuing program. The de- 
velopments in the program have 
proceeded step by step since 1946 and 
have included numerous surveys, man- 
uals and recommendations. Today, as 
controls are lifted, this material offers 
banks a substantial backlog of mate- 
rial to draw upon. 


Basic in the Commission’s program 
on service charges were the recom- 
mendations in the manual entitled 
“Checking Account Service Charges 
for Country Banks” issued in 1946. 
This was the result of a two-year 
study of the many service charge plans 
in use in country banks. The study 
represented a search to find one plan 
that could be recommended. 


In its study, the Service Charge 
Committee at that time came to the 
following conclusions on _ various 
plans: That the flat fee charge com- 
pletely disregarded account activity 
and that it penalized small accounts. 
That the measured charge _ over- 
emphasized balances and disregarded 


See SERVICE CHARGES—Page 82 
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Six months of careful planning went into the 





designing of this attractive lunch room 


Solving a Space Problem 
In STARE PACHLUTIES 


The Crocker First National goes below a San Francisco 
street to provide a subterranean lunch room and lounge 


By EARL BURKE 


TRIUMPH of ingenious planning 

: has created a unique subterra- 
nean lunch room and adjoining 
lounge for employees of the Crocker 
First National Bank of San Francisco. 

The former staff lunch room was 
located in an older structure across a 
private street at Lick Place, near the 
bank building rear. In time the growth 
of the bank had made its luncheon 
facilities obsolete. 

The bank management found a 
happy solution to this problem when 
the buildings at Lick Place were de- 
molished last summer to make room 
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for a block-long garage to serve the 
financial district. The contractors 
undertaking the deep excavations nec- 
essary were also engaged to expand 
their operations by excavating an un- 
used area underneath the rear of the 
bank and beneath the bank’s portion 
of this private street. This project 
resulted in opening up a new sub- 
surface area comprising 4,500 square 
feet. Most of this new lower level is 


Adjoining lounge is 
excellent place to relax 
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Some 350 officers and employees are served daily; lunches average from 50 to 60 cents 


used by the lunch room and lounge. 

This newly-created floor area is air- 
conditioned throughout so that no 
trace of cookery can linger in the 
clean, fresh air provided. The illumina- 
tion closely simulates natural daylight 
and comes from banks of fluorescent 
lighting, supplemented by circular 
incandescent units. 

Here in the attractive cafeteria 
employees can enjoy an excellent noon 


meal at a cost averaging from 50 to 
60 cents. It is open from 11 a.m. to 
2 p.m. and serves about 350 people 
each day, including the officers. Some 
125 people can be served at one sitting. 
A permanent committee headed by 
Charles J. Bradley, the cashier, re- 
views the daily menus and aids in 
planning well-balanced tasty meals. 

In the lunch room soft pastel tones 
blend into a harmonious color scheme. 
The entire west wall, 70 feet long, 
features a special hand-made wall- 
paper with rectangles in various sizes 
depicting scenes from the bank’s his- 
torical background. Tables are lime- 
green with Formica tops. 

In the lounge the walls are covered 
with a glass cloth design and the 
furniture has plastic coverings in 
lime-green. Floor covering is asphalt 
tile in marbleized green. 

These two rooms are separated by 
an accordion-type door 12 feet high 
and 16 feet long, which opens easily 
under finger tip control and enables 
the two rooms to be thrown into one. 

On the opening day the bank em- 
ployees were luncheon guests of the 
bank. Guests of President J. F. Sulli- 
van, Jr., included W. W. Crocker, 








the bank’s board chairman; Milton 
Pflueger, the architect of the project; 
Miss Elizabeth Banning, the decora- 
tor; James Mills, designer of the dis- 
tinctive wallpaper; Ronald Brindley, 
vice-president, Doremus & Co., and 
members of the bank’s planning com- 
mittee. 

A committee headed by Hart Tan- 
tau, vice-president, real estate depart- 
ment, worked with Architect Milton 
Pflueger six months in planning the 
new lunch room and lounge. Other 
committee members included Charles 
de Limur, Dale Canata, Walter Win- 
rott, Ray Bradley and Jack Eberhart. 

“The large number who use the 
lunch room and relax in the easy 
chairs of the lounge shows how much 
the bank staff appreciate these new 
facilities,’ commented William Brady, 
president of the Crocker First Club. 

“In the financial district of every 
large city there is always a scarcity of 
adequate restaurant accommodations 
at the noon hour,” added Mr. Bradley, 
the cashier. “We feel that being able 
to get an excellent lunch and relax a 
while in pleasant surroundings makes 
a welcome contribution to the comfort 
and convenience of the bank staff.” 
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How to harvest a maximum crop 


of farm customers 


Planning the Work 
of a FARM REPRESEVYATIVE 


JOHN I. SMITH 


Farm Representative, The First National Bank 
of Fayetteville, Fayetteville, Arkansas 


resentative for a commercial bank 

was a rarity. Now, approximately 
500 commercial banks in the United 
States have them, and the number is 
growing rapidly. 

Before a farmer can harvest grain 
he must do some plowing and planting. 
Many banks feel that they must do 
likewise. They are plowing back some 
of their profits into the field of agricul- 
tural development. And, a successful 
farm representative is ever planting 
seeds of good will and harvesting the 
resulting crop of new clients for his 
bank. 

To be successful, however, the farm 
representative must be as well pre- 
pared in agriculture as the county 
agent or any other similar farm ad- 
visor. 

He must be prepared to answer all 
kinds of questions—questions on soils, 
fertilizers, spray schedules, plant and 
animal diseases, varieties of crops to 
plant and dates for planting. He 
should, if possible, engage in farming; 
there is nothing like being able to ad- 
vise directly from one’s own experi- 
ence. 


Jin a few years ago a farm rep- 


FARM representative should be a 

good mixer. Farmers, by virtue of 
greater isolation, are denied a lot of 
personal contacts enjoyed by urban 
people. They enjoy a good visit by a 
bank representative, and love to show 
him their good products. When the 
farm representative hears the remark, 
“Do you have time to look at my 
calves?” he knows that he is wanted 
and that an hour or more can be spent 
in going over the farmer’s program. 
Whatever can be done toward helping 
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him and toward 
establishing a 
permanent bank- 
er-farmer rela- 
tionship can be 
done under this 


The Friendly Bank 


March 1, 1953 


To Our Farmer Customers: 


A number of our letters in the last six months have dealt with possible price 
declines. It is only natural that they should since The Doane Agriculture Service and 
other forecasters have freely predicted that we will have declines unless we un- 
fortunately have a total war. 


Some one asked last week, "Are you trying to scare us?" 


There is no scare involved in a price decline. Most of the forecasters predict 


attitude. 

There is no 
particular line of 
duties that bank 
managements 
have lined up for 
their farm repre- 
sentatives. Most 
of them hired 
their man with 
the belief that he 
would form a 
program. In the 
first two months 
of my work as a 
farm representa- 
tive, in 1950, I 
struggled to find 
something to do. 


only a decline - not a crash. In gradual declines, farmers can adjust some of their 
costs and expenditures and continue to make a living and save money. Most declines 
are followed by a leveling off period and eventually a recovery period. Money is not 
lost on the bottom or leveling off period, it is lost on the decline. Farmers must 
adjust quickly when they feel that a decline faces them or sustain losses. Take a 
look at the following drawing representing the depression and subsequent times. 
Money was not lost on the bottom. It was lost in the decline and made again when 
prices came up; thus, the present period is very important. The drawing is supposed 
to be only illustrative of averages. 

Broke Even 


1933 


It is to help farmers to adjust their costs and expenditures that we advise them 
to be careful about expenditures of all kinds - especially those that create too heavy 
inventories of stock, land and machinery. 


This policy is no different from that of the merchant who runs on as light an 
inventory as possible when prices are declining. He does not want to be caught 
Selling goods for 90¢ that cost him a dollar. 


The encouraging point is that most of those who endeavor to forecast price 
trends predict only a decline, not a crash. It is encouraging that they have warned 
uS aS we were not warned in 1929. It is encouraging that reasonable adjustments can 
be made in expenditures and that econdmical producers will continue to make money. 


May we all be careful and make some money by doing the right job of manage- 
ment. Let us all farm and produce to the best of our ability, and the future should 
work out to our satisfaction. When the going gets rough we have an opportunity to 
show our courage. I believe good operators will make progress in 1953. 


In the next few 
months I strug- 
gled to get it 
all done. The 
changeover came 
suddenly. 

I had been given a job and I wanted 
something to do. The other employees 
were busy. The tellers were occupied 
with deposit activity. The bookkeepers 
were busy posting checks. They were 
too engrossed even to know that I was 
sitting around, and almost stumbled 
over me in the rush of their work. So, 
I reached for my calling cards and 
supplies and walked out of the bank 
to my automobile. I did not know 
where I was going but I was on my 
way. Almost instinctively I drove into 





JOHN |. SMITH 
Farm Representative 


Monthly bulletin is part of educational program 


the choice farming territory. In pass- 
ing farms, I began asking questions. 
“Who lives there? Are they new here? 
Are they our clients?” I proceeded to 
stop and get acquainted. A concerted 
and long-continued visitation program 
began that day. If any one of them 
told me that he did not want to borrow 
money, I told him that the bank 
wanted to borrow some of theirs. If 
they were busy, I was away in a min- 
ute. If they were in a mood to visit 
and discuss their farming programs, 
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| Paying For 
|Your Farm 
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Compliments 
First National Bank 


FAYETTEVILLE, ARKANSAS 


JOHN I. SMITH 
FARM REPRESENTATIVE 
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Helpful to new owners 


we visited and discussed. 

Each contact brought others; each 
loan brought inquiries about loans. 
The 4-H work, FFA, Fair and Cham- 
ber of Commerce work gradually lost 
first place in time required, and the 
more serious work of considering re- 
quests for loans, obtaining new cus- 
tomers and assisting farmers in de- 
veloping progressive farming  pro- 
grams came to the front. 

I have found it convenient to ar- 
range my calling schedule according 
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The author, right, has customers pinpointed on road map, and carefully plots calling schedules 


to the public roads and highways that 
radiate from Fayetteville, with all our 
bank clients pinpointed according to 
these roads. Very conservative driv- 
ing—just ambling along—is essential 
to avoid driving past the farmer who 
is idling down the road or who is 
turning his tractor at the edge of the 
field. A large number of contacts on 
one short drive is essential. One farm 
representative who became dissatis- 
fied with his work failed on this point. 
He was inclined to make about four 
contacts in a day on about four cor- 
ners of his trade territory—too much 
steering wheel. 

The educational work of the farm 
representative is important. The 
press, the radio, the United States 
mail and public gatherings are the 
main media through which a progres- 
sive educational program can be car- 
ried out. A weekly column in the 
newspaper of widest local circulation 
offers the best method of reaching all 
people. Both theoretical and practical 
problems should be discussed in the 
column. If written clearly it will be 
read. In our column, Northwest Ar- 
kansas Farming, we advocate the 
phases of farming that we feel are 
of prime importance to this section: 
diversified farming, dairying, poultry 
and other livestock, pasture improve- 
ment, quality and quantity production 
and conservative use of credit. We 
consider that consistency is of top 
importance and we check each article 
to see that there is no conflict in prin- 
ciple. 

Farmers enjoy and appreciate good 
public discussions of farm _ topics. 
They are good listeners; they are 





courteous to good speakers. They ask 
questions and make suggestions to 
learn and not to heckle. Any farm rep- 
resentative of a bank should take ad- 
vantage of every reasonable oppor- 
tunity to appear before farm meetings 
and support progressive farm topics. 
The Grange, the Farm Bureau and the 
Farmers’ Union are only a few of the 
organizations that afford an oppor- 
tunity for proper discussion of farm 
topics. 


RACTICALLY all of these farm 
organizations have progressive 
platforms that any farm representa- 
tive of a bank will have little trouble 


in generally supporting. A good group 


of progressive farmers are usually 
among the membership of each of 
them. Adverse criticisms of organiza- 
tions generally stem from the activi- 
ties of an individual or group of in- 
dividuals, and should be disregarded. 
Any time a group of progressive 
farmers get together for their com- 
mon good, the bank representative 
should be giving them support toward 
their common good, even though he 
might have to make a specific reserva- 
tion about some mistaken aim or 
about some over-zealous promoter. 
The farmers have a number of busi- 
ness organizations to which the farm 
representative should give coopera- 
tion. Among them are the mutual in- 
surance companies, cooperative proc- 
essing plants, cooperative feed mills, 
artificial breeding associations, elec- 
tric cooperatives and farm credit as- 
sociations. Each of these organiza- 
tions perform some kind of service for 
the farmers. None of them are perfect 
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Mr. Smith discussing loan application with President Herbert A. Lewis 


Farm representatives must quickly learn credit principles 


and some of them are competitive to 
the banks. They are, however, par- 
tially or totally farmer-owned and are 
here to stay. If there is anything 
wrong with any one of them, it is 
right to give support to any move to 
correct it. 

There are a number of purely edu- 
cational associations, institutions and 
programs that deserve the full coop- 
eration of the farm representative. 
Among them are the Extension Serv- 
ice, Soil Conservation Service, Voca- 
tional Education, horticultural so- 
cieties, breeding associations, and 
farm tours and field days. The farm- 
ers will notice that the farm repre- 
sentative of the bank is supporting 
these movements and will follow suit. 
Then, too, the farm representative 
must stay abreast of the times by ac- 
quiring the training that these asso- 
ciations and studies afford. 


HE farm population is in constant 

turnover, averaging ownership 
changes about every 20 years. Our 
bank has recognized the part played 
by new owners of farms. Many of 
these new farmers need help in get- 
ting adjusted to their new undertak- 
ing. They need both words of encour- 
agement and a few words of caution. 
They need help in determining the 
adaptability of the farm to the pur- 
pose they have in mind, and they need 
this help right away. We locate these 
new people by every means possible, 
including checking the deed records 
weekly, and we visit them as soon as 
we can. We try to give them some of 
the main guides to successful farming 
in this territory, and furnish them 
with a bulletin which we have de- 
signed as a guide to new owners. This 
program has given the best returns 
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of our entire farm program. 

Most of the farm representatives of 
banks are inexperienced in lending. 
Country bank officers can generally 
sit in swivel chairs and make better 
loans somewhat faster. These officers 
know more about the prospects and 
their paying habits and know more 
about the fundamental principles of 
lending. There is no substitute for ex- 
perience in the job of lending, and the 
farm representative needs to acquire 
credit experience as fast as possible. 
He needs to learn the difference be- 
tween sound financial statements and 
those that are “blown up.” He needs 
to learn how to screen good applica- 
tions from the poor. 

Lending is perhaps the hardest part 
of banking, but in the end the farm 
representative will have a great ad- 
vantage over the regular lending offi- 
cers in that he is able to make on-the- 
ground observations of his loans. In 
a day’s time he might drive past the 
farms of a dozen or more who have 
borrowed. A glance at the barnyard 
can be taken without even slowing 
down, and the condition of cattle can 
be determined. The farm representa- 
tive must constantly keep his eyes 
open also for vacated houses, failure 
to continue charted programs, dis- 
persal of herds and sales of machin- 
ery. Similarly, he must keep his eyes 
open for homesteads that are improv- 
ing, herds that are being built up and 
crops that show good farming. If he 
does all this he will be in a position 
to supplement the customary credit 
principles with physical facts. 

The farm representatives of banks 
have come primarily from the Exten- 
sion Service, the Soil Conservation 
Service, the Federal Land Banks and 
other farm agencies or from the farms. 


The writer, now 52, was engaged 
in farming until the age of 33, after 
studies at the University of Arkansas 
and the University of Wisconsin. The 
past 20 years have been in the field 
of agricultural. credit, with the Fed- 
eral Land Bank System from 1933 to 
1950, and*since then in my present 
capacity with the First National of 
Fayetteville. 


HOSE farm representatives that 

have come directly from the farms 
previously had«to depend upon their 
earned profits for their living and for 
payment of taxes. The others, from 
government agencies either free or 
nearly free from the payment of 
taxes, have suddenly found themselves 
in a new perspective—that of working 
for institutions that must pay taxes 
up to the very maximum and in addi- 
tion show some net profits. In this new 
role they must certainly ask, “Will 
this move make money for my bank? 
Am I bringing in substantial gross 
returns? Do the stockholders of my 
bank see efficient service and net cash 
returns from my work above all my 
multitude of expenses?” 

The average farm representative 
will be smart to go to the county as- 
sessor and find out how heavily his 
bank is assessed for taxes. I did this 
just eight years before I had any idea 
that I would ever be employed by a 
bank, and I gained a much greater 
respect for all the seven banks of my 
county. It would also do the farm rep- 
resentative good to look up _ the 
amount of Federal income taxes paid 
by his bank, of the sums it gives each 

See FARM REPRESENTATIVE—Page 82 


News column reaches farmers 








Northwest | 
‘Arkansas 


Farming 
| By John I. Smith 


At the recent University of 
Arkansas poultry disease confer- 
ence it was stressed that air-sac 








has been the most destructive 
disease attacking poutry in 1952. 
A couple of years ago it was New- 
castle. Prior to that time it was a 
whole series of other diseases 
which are now under fairly good 
control. A couple of years hence 
it might be another disease which 
is now entirely unknown, 


It is discouraging that these new 
diseasess show up when large 
numbers of chickens are congest- 
ed in a territory. It is encouraging, 
however, that the diseases &re fi- 
nally brought under control. 

The partial controls recom- 
mended at this conference were: 
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Mr. Spearhawk. holds the key as... 


| FERNDALE NATIONAL AUDI 
hets Badly Butlaled 














Mr. Spearhawk settled down to the pleasant task of handling $5,000 packets of currency 


S PRESIDENT Perkins quit speak- 
ing, the directors of the Ferndale 
National reached quickly for 

their hats. 

“Now wait a minute.” Mr. Perkins 
dipped his shining bald head and 
glared over his eye glasses around the 
directors’ table. “This bank has got 
to be audited by the directors. It’s 
the law.” 

“Better name a fresh committee for 
this year,” growled Director McTavish. 
“Some of us are getting tuckered out 
with it. Last year Clutchbill fell asleep 
and was a yard behind on the tape 
when the loans were being called back 

| to him.” 
“Me? Asleep!” Director Clutchbill 


| thrust out his grey goatee and slung 


his hat again on its hook. 
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By FRED COPELAND 


“It isn’t to be wondered at,” com- 
forted President Perkins. “It’s a 
dreary job... it’s the droning sound 
in calling back figures. We’ve got to 
concentrate. I’m going to name Spear- 
hawk as chairman of our audit com- 
mittee this year with the power to 
draft any of the directors as helpers.” 

“Helpers? I’m glad you added that.” 
Mr. Spearhawk looked mischievously 
around with his small, wizened face. 
“I think I’ll put you, Mr. Clutchbill, 
on the audit of the loans, and Mr. 
McTavish on the checking and savings 
account ledgers.” 

“Who’s going to count the cash?” 
put in Mr. McTavish. “I always like 
to do that.” 


“TI am,” stated Mr. Spearhawk. “No 
one ever let me in on it, and I’ve always 
wondered if all the cash is in that 
vault.” 


“It’s been there when I did it,” 
bristled Mr. Clutchbill. 
“We'll see . . . we'll see! I’m going 


to dive in on it at some unexpected 
time just like the bank examiners. 
I’ll put some plasters over the vault 
door just like they do, and they’ll have 
my name on them.” 

“Better tell Cashier John Atwood 
so it won’t get the force snarled up,” 
warned President Perkins. 

“No, sir. I’m the chairman of this 
audit committee, and I’m going to 
light down sudden on that cash.” 

True to his threat, Mr. Spearhawk 

See MR. CLUTCHBILL—Page 85 
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WASHINGTON VIEWPOINT 





Bank Supervision 


Both Federal and State bank super- 
visory authorities are beginning to 
show signs of a more critical attitude 
in judging banking assets. 

These changes of attitude, taking 
place so soon after the new Adminis- 
tration took office, are only partly due 
to the political turnover. The under- 


By JOHN DONOGHUE 


Washington Correspondent 


weakened by impaired assets in the 
loan department, heavy Government 
holdings now selling low on the mar- 
ket, and slim capital. 

The Illinois State Auditor’s action, 
moreover, represented the attitudes of 
the Federal supervisory agencies as 





well as his own. There was ample con- 
sultation among the interested agen- 
cies before the decision was made. 

So if the examiners now appear to 
be “sticky” about paper that they used 
to pass good-humoredly, it isn’t be- 
cause they are getting old and gouty, 





lying causes reach back more than two | 


years, and the political shift has sim- 
ply served to accelerate a trend. 


Beginning with the “‘accord” of the | 


Treasury and the Federal Reserve 
Board in March 1951, the Govern- 
ment’s short-term interest rate broke 


loose from the anchor in the “cheap | 


money” policy and commenced to move 


steadily upward. By the time the Re- | 


publican administration took over the 
reins, the 91-day bill rate had exceed- 
ed 21% percent. 

The new management in Washing- 
ton, by holding the short term rate 
approximately still and letting the 
longer term rates creep upward, has 
placed an even higher price on credit. 

From the bank supervisory stand- 
point, the now-quickened abandonment 
of the “cheap money”’ policy is felt in 
two ways, both tending to cause as- 
sets to be examined more carefully. 

On one hand, the salvageability of a 
questioned asset is regarded with less 
optimism than formerly. The likeli- 
hood of the shaky debtor’s getting a 
Federal loan or stumbling into a Treas- 
ury windfall is going down, not up. 

On the other hand, even such a “risk- 
less” asset as a Treasury bond may 
present problems of liquidity when the 
market price dips to 94 as it has on the 
longer term issues. 

The combination of these elements 
of concern has reopened, in supervis- 
ory circles, the question of adequacy of 
bank capital. Two years ago it would 


have been ridiculous to suggest that a | 


bank might be rated as deficient in 
capital because it held too many long- 
term Government bonds. Yet that is 
how it is working out. 

A recent challenging example of the 
new supervisory attitude was the si- 
multaneous closing of three Chicago 
area banks by the Illinois State Audi- 
tor, the official charged with bank 
examination in that State. The reason 
for closing them was given as a need 
for “examination and readjustment.” 
It is understood that the closings were 
mot.vated by fear that the banks were 
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IN AMERICAN EXPRESS HISTORY! 


Free 1953 Portfolio Offers the Finest Program of Sales Aids Ever... i 


Proven Successful in thousands of Banks! 


Now is the time for your bank to plan 
for the great summer travel months ahead. 
And the first step is to order the powerful 
promotion package offered by American 
Express Travelers Cheques. It’s thor- 
oughly bank-tested! 

Similar material used for the last two 
years resulted in “success stories’ for bank 


after bank across the nation. And on the 
basis of their reports, every item offered 
this year has been tailored to do an even 
finer job of winning new friends for your 
bank. It’s bigger than ever in 1953! The 
complete program—available at no cost to 
you—is ready to go to work now. So order 
your sales aids today! 
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his promotion kit was 
‘ mailed to banks during Febru- 
ary and March. If yours hasn't 
come to your personal attention, 
please write to Olaf Ravndal, 
Vice President & Treasurer, 
American Express Company, 65 
Broadway, New York 6, N. Y. 
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but rather they have been receiving 
some cautionary advice passed down 
from above. 


e ° Sd 


Treasury Financing 


When the Secretary of the Treas- 
ury announced on April 9 the market- 
ing of a 3% percent 30-year fully mar- 
ketable bond, the fiscal policy course 
of the new Administration was chart- 
ed for all to see. 

Among those who approved were 
enterprising persons who judged (cor- 
rectly, as it turned out) that the new 


In Kansas City « 
‘It’s City National... ‘ Se 


bonds would command a premium on 
the market. Since the offers to pur- 
chase required only a 10 percent remit- 
tance, a quick turnover would bring 
the enterpriser the whole premium on 
a minimum cash outlay. 

The Treasury, for years alert to this 
“free riding” technique, issued an ap- 
peal to commercial banks and other 
lenders on April 13. It asked that they 
refrain from making unsecured loans, 
or loans collateralized in whole or in 
part by the securities subscribed for, 
when the proceeds were to be used for 
covering the required 10 percent de- 
posit. Even so, the issue planned for 
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$1 billion was oversubscribed about 
500 percent, and the Treasury faced a 
delicate problem of sorting out the 
investors to be granted the major por- 
tion of the issue. It was made clear 
that banks could expect to receive up 
to 5 percent of their savings accounts, 
being preferred investors. Other in- 
vestors who could be reasonably ex- 
pected to retain the bonds were 
marked off for allocations based on a 
percentage of net worth. 


Critics of the 314 percent bond issue 
sprang into action almost as promptly 
as the free-riders. Rep. Wright Pat- 
man, former chairman of the Joint 
Monetary Subcommittee which re- 
viewed the interest rate problem a 
year ago, warned that every major de- 
pression in the history of the land had 
been preceded by a climbing interest 
rate. In the Senate, nine “liberals” 
who formerly defended the “cheap 
money” policy rose up to denounce the 
Treasury action as the probable cause 
of a slump that would lead to steep 
deflation. 

Secretary of the Treasury George 
M. Humphrey stood stoutly behind his 
fiscal managers who, under the leader- 
ship of Deputy Secretary W. Randolph 
Burgess, worked out the details of the 


| bold 3%4 percent offering. Mr. Hun- 
| phrey declared, “There is no easy way 


to correct our fiscal excesses of the 
past years; we must stand and take it 
all along the line.” 

In an address to Associated Press 
members in New York City April 20, 
Mr. Humphrey charged the preceding 
Administration with “consistently fol- 
lowing unhealthy policies that induced 
inflation, depreciated our currency, 
and threatened to exhaust our credit.” 

The financial market’s reaction to 
the new bond issue is eloquently told 


| by the figures. The International Bank 
| 3% percent bonds, which sold at 100 


before the new Treasury issue was 
even rumored, continued to sell at 100 
after the issue was announced. Long 
term Government bonds maturing in 
1972 slid off from 94 to 93 during the 
period of planning and marketing the 
issue, a remarkably small drop in view 
of the fact that the Federal Reserve 
took no action to support the market 
price. Long-term corporate bonds be- 
haved about the same as the long Gov- 
ernments. 

Meanwhile, the prime rate for com- 
mercial loans in New York City went 
up to 314 percent and call loans to 
brokers advanced to a new level of 
3 percent. 

Whether it was economic causes 0 
political action that brought the 
“cheap money era” to an end will be 
argued interminably. Men will be 
more likely to agree on a simpler prop 
osition: That the 314 percent bond 
was its tombstone. 
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Small Business Credit 


The new Administration is possibly 
becoming convinced that the economic 
need of small business for term credit 
cannot be met by the private banking 
system without Government assist- 
ance. Recent speeches and Congres- 
sional testimony by top officials cer- 
tainly point that way. 

Whether or not the Administration 
has become convinced of the credit 
need, there is no doubt of its high re- 
spect for the political potential con- 
tained in that magic phrase “small 
business.” The convictions now ex- 
pressed by the Republicans may be 


more political than economic, but they 
indicate in either case a substantial 
change of attitude. It was the Repub- 
licans who, when out of office, criti- 
cized the Government as a lender. 

In the new Congress, legislation to 
abolish the Reconstruction Finance 
Corporation has made no progress. At 
the hearing prior to the confirmation 
of St. Louis banker Kenton R. Cravens 
as Administrator of the agency, the 
small business question was discussed 
at some length, resulting in Mr. Crav- 
ens’ stating that the small business 
problem should be “looked over care- 
fully” before all RFC-type aid to small 
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business is closed out at its schedu!ed 
time June 30, 1954. 

Elbert P. Tuttle, General Counsel of 
the Treasury, testifying before the 
Senate Banking Committee on evo- 
nomic controls and defense production, 
stated that it was the Treasury’s view, 
coming from Secretary Humphrey 
himself, that there must be some pro- 
vision for business loans up to $100,- 
000 or $200,000 from some source to 
take care of an existing gap. 

Senator John W. Bricker of Ohio 
has sought to revive the plan of pro- 
viding Federal Reserve insurance for 
bank loans. This would make them less 
subject to examiner criticism on liquid- 


, ity grounds. But William McChesney 


Martin, chairman of the Federal Re- 
serve Board, said that he did not be- 
lieve such activity was in harmony 
with the purposes of a central bank. 
As the Congressional session pro- 
ceeds, there will be additional small 
business credit schemes advanced. The 
riddle is a tidy one: How to line up 
the public credit behind a_ business 
loan scheme without appearing to in- 
volve the United States Treasury. 
There is room for speculation that 
the outcome will be a series of moves 


| amounting to little more than chang- 


ing the name of the Reconstruction 
Finance Corporation to “Small Busi- 
ness Administration.” 


° * e 


Controls Legislation 


During March and April, the na- 
tion’s capital witnessed a bewildering 
legislative procedure. The Senate 
in considering 
the extension of the Defense Produc- 
tion Act, voted to press for a law au- 
thorizing economic controls differing 
from wartime only by use of the ad- 
jective “stand-by.” 

This was done despite the prepon- 
derance of testimony in the hearings 
that there is nothing on the economic 
horizon that signifies any need for 
such controls, other than the some- 
what emotional opinions expressed by 
the venerable Bernard Baruch. One 
of the more amazing recommendations 
was to authorize the Federal Reserve 
Board to impose consumer credit con- 
trols without even the stand-by re- 
striction. 

When Senator Homer E. Capehart, 


chairman of the committee, first en- 


tered the stand-by controls bill, he had 


| in mind the enactment of a full-scale 
_ inflation control measure to be invoked 


by the President in the event of a 
major national economic emergency, 


| such as would be precipitated by 4 


warlike attack. Initial reaction was 80 
hostile that he followed it up a few 
days later with a second bill providing 


_ for-a- 90-day wage-price “freeze” de- 
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A proved program 
developed for a sound 
investment source 





@ It is the belief of International Harvester 
that every farm machine should pay for 
itself in use. It is a self-liquidating invest- 
ment. It is bought because it will make 
money for its owner. Farm machinery is a 
capital expenditure by a farmer, exactly 
like the purchase of a machine tool by a 
manufacturer. 


But, like the manufacturer’s production 
tools, farm equipment costs money. So, the 
farmer often needs a ready source for farm 
equipment financing. 


International Harvester believes that the 
natural source of such financing is with the 
farmers’ local banks and that the extension 
of such credit has been and will continue to 
be a profitable banking function. 


The IH Income Purchase Plan of Selling, 
now employed by most IH farm equipment 
dealers, forms the basis for a sound, prac- 
tical plan for the repayment of farm equip- 
ment loans. Information about the plan can 
be secured from your local IH dealer. See 
him today! Such a contact can mean more 
profitable future business for your bank. 
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signed to maintain the economic status 
quo long enough for Congress to tailor 
a code of controls to meet the situation 
that develops. 

The bill as reported by the Commit- 
tee after extensive hearings was a 
combination of the two, with the odd 
quirk that it proposed to authorize the 
reimposition of Regulation W any 
time the Federal Reserve Board might 
see fit to do so. 

This was a most surprising action, 
especially in the view of the various 
financial organizations interested in 
consumer credit. These groups, includ- 
ing the American Bankers Associa- 


tion, had seen no indication of need for 
consumer credit control and no likeli- 
hood that it would become a live issue. 
The only exception was the National 
Consumer Finance Association, whose 
executive vice-president, Paul L. Sel- 
by, filed a statement opposing it. 
Shortly after the Banking Commit- 
tee voted to report its strong omnibus 
bill, Senator Burnet R. Maybank of 
South Carolina, formerly chairman of 
the Committee, announced his opposi- 
tion to the plenary consumer credit 
control authority granted by the Com- 
mittee bill. He said he would insist 
that the Reserve Board be required to 
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hold back any Regulation W action un- 
til after the President both declared a 
major economic emergency and _ in- 
voked the 90-day wage-price freeze. 

Chairman Martin of the Federal 
Reserve Board said he disfavored the 
authorization of Regulation W as an 
emergency stand-by measure, but he 
was inclined to favor inclusion of con- 
sumer credit control among the statu- 
tory powers of the Federal Reserve as 
a permanent feature embodied in the 
Federal Reserve Act. 

The consumer credit action serves 
to exemplify the basic confusion of 
issues attending the entire effort to 
write an economic controls law, at a 
time when the chief aim of the Goyv- 
ernment is to meet the deflationary 
problems that lurk in Korean peace 
moves. 


The New Comptroller 


Ray M. Gidney, the new Comptroller 
of the Currency, took office April 16 
in an impressive ceremony personally 
conducted by Secretary of the Treas- 
ury George M. Humphrey. 

One of the automatic effects of the 
new Comptroller’s induction was to 
shift the balance of power in the board 


From left: Deputies Garwood, Taylor 
and Jennings with Ray M. Gidney 


Comptroller and top staff 


of directors of the Federal Deposit 
Insurance Corp., where the vice-chair- 
manship goes to the Comptroller. 

Accordingly, when Mr. Gidney took 
his post in the Treasury, it became 
merely a matter of formality for the 
F.D.I.C. board to meet and elect 4 
Republican member, H. Ear] Cook of 
Ohio, to the chairmanship. 

Mr. Gidney comes to Washington 
from the presidency of the Federal Re 
serve Bank of Cleveland. 

L. A. Jennings, who served as Att- 
ing Comptroller of the Currency sub- 
sequent to the resignation of Preston 
Delano on February 15, becomes Mr. 
Gidney’s first deputy Comptroller. W 
M. Taylor and Griffith W. Garwood are 
the second and third deputies. 


Burroughs Clearing Hous 








dire 
in 1 


ban] 
(Ne 
care 


Om: 














t he 
con- 
catu- 
e as 


- the 


rves 
n of 
‘t to 
at a 





THE PERSONALITY SPOTLIGHT 











Charles T. Fisher, Jr., president of the 
National Bank of Detroit since 1938, 
has been named chief executive officer. 
The office of board chairman held by 
the late Walter S. McLucas has been 
abolished, and the office of executive 
vice-president with powers and duties 
of the president in the latter’s absence 
or disability has been created. Donald 
F, Valley, a general vice-president and 
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Lucas, 


lirector, has been advanced to the new 
post. 

Henry T. Bodman and John N. Mc- 
general vice-presidents, have 
been added to the board of directors. 


* 


John F. Davis has been named the 
eighth president in the history of the 
First National Bank of Omaha (Ne- 
braska), and he is the third member 
of his family to hold this post in the 
bank’s nearly 100 years of existence. 
Fred W. Thomas, outgoing president, 
is now vice-chairman of the board of 
directors. .He has been continuously 
in the banking business in Omaha 
since 1909. 

Mr. Davis is the great-grandson of 
Thomas Davis, one of the founders of 
Omaha. His grandfather, F. H. Davis, 
and his father, T. L. Davis, present 
chairman of the board, have held the 
ofice of president of the bank. The 
First National founded in Civil 
War days and holds what is now the 
oldest national charter from Omaha 
west. 

The new president received his first 
banking experience with the Kennard 
(Nebraska) State Bank. He began his 
career with the First National of 
Omaha in 1935, as assistant cashier. He 


was 


Follows family tradition 


JOHN F. DAVIS 





May, 1953 





CHARLES T. FISHER, JR. 





DONALD F. VALLEY 


New responsibilities at National Bank of Detroit 


is president of the Washington County 
Bank, Blair, Nebraska, and president 
of the Merchants Investment Company 
of Omaha. 


e 


Guaranty Trust Company of New 
York has promoted Louis B. Palmer to 
vice-president and Leighton F. John- 
son, Jr., to assistant treasurer. Both are 
in the banking department, Mr. Palmer 
serving the Midwest territory and Mr. 
Johnson serving New England. 


* 


One of the most personable and 
popular bank presidents in the country 
is Mark A. Brown, of Harris Trust 
and Savings Bank, Chicago. That he 
is extremely well-liked within his own 
institution was amply demonstrated on 
March 26 when the staff made a big 
occasion of his 25th anniversary with 
the bank. 

One of the Harris Trust traditions is 
Mr. Brown’s annual Christmas tour, 
when he hands each employee a big red 
apple with his Christmas greetings. 
On his anniversary the tables were 
turned, for the president received a few 
apples himself. The staff presented 
him with a large ceramic apple which 
contained greetings cards from each 
department signed by every depart- 
ment member. At an evening reception 
where he was feted by officers and 
directors, Mr. Brown was presented 
with a crystal paper weight in the form 
of an apple, and he also received a gold 
apple stickpin. 

Perhaps the most appreciated gift 
consisted of some 900 staff donations of 
clothes and other items to the Good- 


will Industries of Chicago; these offer- 
ings were piled high in the bank lounge 
in Mr. Brown’s honor. The genial 
Harris Trust president is chairman of 
Goodwill’s finance committee and it is 
one of his favorite interests. 

Another unusual anniversary greet- 
ing was the diorama shown below, de- 





Mark Brown’s career depicted 


picting Mr. Brown’s rise from “the 
tailboard of a Kokomo ice wagon” to 
his present position. Topping the 
diorama of the ice wagon and Mr. 
Brown behind his president’s desk are 
objects representing the directorships 
he holds in various manufacturing 
companies. With Mr. Brown are the 
creators of the diorama, Jo Comodo 
and Joann Bryder. 


+4 
Slated to become the next president 
of the Mortgage Bankers Association 


of America is one of the most promi- 
nent figures in the real estate financing 
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New—Improved 


MODEL 53A 


Straight Payer with bank attachment, 
specially designed for banks, exchanges, 
payroll departments, etc. 


Accurate, fast, quiet. ALL 
MODELS 


Only 


$210 


PLUS M.E.T 


MODEL 53A 
with Payroll 
Envelope 
Attachment 


MODEL 53A 
with Roll-Out 
Cup and Trough 


Also available: special low Model 53’s 
where height is a factor. Also extended 
cup and trough assemblies 


DEPENDABLE COINOMETER FEATURES 


® Simple finger-tip control——easy, tireless 
operation ® Interchangeable right or left 
hand delivery. © New solid aluminum coin 
tray permits fast, easy loading and ejecting 
* Choice of colors. 
Write for 
complete information. 


COINOMETER corp. 


1223 - 27 So. Wabash Ave., Chicago 5, Ill. 

















WILLIAM A. CLARKE 


Will head mortgage bankers 


field, William A. Clarke, who heads the 
W.. A.. Clarke Mortgage Company, 
Philadelphia. Wallace Moir, president, 
Wallace Moir Company, Beverly Hills, 
California, has been nominated associa- 
tion vice-president. Both official nomi- 
nees will be elected and installed at the 
40th annual convention of the M.B.A., 
to be held November 9-13 at Miami 
3each, Florida. 

Mr. Clarke has represented the asso- 
ciation before many Congressional 


| committees, and served as consultant 


to the Federal Reserve Board on mort- 
gage financing restrictions under Regu- 
lation X 


New president of the Florida National 


| Bank at St. Petersburg is Barr Rimer, 


who suceeds W. 
H. Goodman in 
that capacity. 

Mr. Rimer has 
been with the 
bank since 1930, 
and has_ served 
as assistant cash- 
ier, cashier, and 
most recently as 
vice-president, a 
position he has 
held since 1947. 

Among his 
many community 
activities, Mr. Rimer has been chair- 
man of the Community Chest Drive, 
county chairman for the U. S. Treasury 
Savings Bond division, and co-chair- 
man of the Chamber of Commerce 
building fund drive. 


BARR RIMER 


* 


Urbain C. Le Gost, vice-president, 
Dollar Savings Bank of the City of 
New York, has been selected as onc 
of a nationwide group to study condi- 
tions in the Middle East under the 
sponsorship of Worldways Group and 
Study Tours. Participants have been 


chosen for their interest in Middle 
East problems and for their activities 
in this regard in their local commy. 
nities. 

6 


Carl Hollis has again become presj- 
dent of the Merchants and Planters 
Bank, Warren, Arkansas, a position he 
held for more than 20 years until being 
named board chairman four years ago, 
As president he succeeds Fred M. Holt, 
who will head the new Citizens Bank 
at Batesville, Arkansas. 

In other changes at Merchants and 
Planters, A. L. Moody has advanced 
from cashier to executive vice-presi- 
dent, and C. F. Sisco is now cashier. 


* 


At the Wilmington (Delaware) 
Trust Company, Endsley P. Fairman 
has been promoted to vice-president, 
Carl B. Baldt to vice-president and 
comptroller, William Bradford, Jr, 
to assistant vice-president, and the 
following named assistant comptrol- 
lers: J. F. Dougherty, A. C. Knight, 
E. J. Saville and J. B. Talley. 


eo 


H. L. Dunham, executive vice- 
president, Valley National Bank, Phoe- 
nix, Arizona, has been awarded a spe- 
cial community service medallion by 





For community service 


the local United Red Feather Funé, 
the first ever presented in Phoenix. 
Governor Howard Pyle, left, is shown 
here making the presentation to Mr. 
Dunham for his 19 years of continuous 
civic service. 

* 


“When a company names a ship {of 
a banker, that’s evidence of a soli 
bank-customer relationship!” 

So observed The Chase, staff mag 
zine of the Chase National Bank, Nev 
York, in a feature story headed: “Joe’ 
Ship Comes In.” 

“Joe” in this instance is Joseph T 
Pender, assistant manager at the bank’ 
11 Broad Street office, and the }oat 
a 10,800-ton former Liberty ship 10" 
owned and operated by the Ori! 
Shipping and Trading Company, lars: 
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A REPORTER gave us a new thought 


about our business... and yours! 


Recently, we were busy making arrangements 
for our annual Conference for Correspondent 
Banks in the Tri-state area. Among the press 
representatives invited to attend was a staff 
reporter from a leading national business paper. 

Looking for more than a routine story, he 
started asking questions about various talks 
listed on the program. One subject in particular 
caught his interest. Its title was, ““How Do 
Your Costs Compare,” by Fred DeLong, 
Assistant Vice President of Mellon Bank. 

Our reporter friend started asking numerous 
questions, admitting that he had never thought 
of cost analysis as being of particular concern to 
banks. Finally, to provide him with complete 
background information, we arranged a meet- 
ing with Mr. DeLong. 

The reporter learned that we were aiming 
at a new and simplified approach to an old 
and somewhat controversial subject—cost ac- 
counting for smaller banks. He was told that 
Mr. DeLong had spent months compiling 
tables on operating costs for banks of various 
sizes in the Fourth Federal Reserve District. 

It was explained that the- tables finally 
developed provided a “‘slide rule” by which 
smaller banks could quickly measure their 
own need for a cost accounting system. 

“Do you expect to get new correspondent 
bank accounts through this service?’ the 
reporter asked. He was surprised to learn that 
we did not. This led to a discussion of other 
phases of our correspondent bank service. As 


it continued, our friend seemed more and 
more impressed with the way we and other 
banks co-operate with each other to provide 
better and more efficient service. 

Finally, the reporter summed up his thoughts 
this way, “‘Jt’s certainly unusual to find one com- 
pany going out of its way to help others in the same 
line of business.” 

We hadn’t thought of correspondent banking 
in exactly that light. Perhaps we in the banking 
business take it too casually. Perhaps we fail 
to appreciate that here is an example of volun- 
tary co-operation unique in American business. 


* * * 


The reporter's article brought many requests from 
banks and others for our booklet, ‘““How Do Your 
Costs Compare.”’ It was also distributed to all those 
who attended our 1952 Correspondent Bank Con- 
ference. If you would like a copy, we will gladly 
send one, as long as the supply lasts. 


MELLON 


NATIONAL BANK 
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CAPITAL $60,100,000 SURPLUS $150,000,000 
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est firm of its kind in the country. ers As 

Mr. Pender has been connected with was Ic 

the Orion account for the past five Beommi 

years, and has developed such a friend- JJ; the 
ly relationship with the owners that 
they recently changed the name of one 

of their 130 vessels to the “S.S. Sea- Will 

pender” in his honor. rancec 

The view above shows Mr. Pender  fhresid 

| flanked by the “Seapender’s” skipper  [[Citizer 

| at the left, and one of the owners at [pf Sor 

e | the right. Jr, is 

The Bank of Nova Seotia 
Afte 


From vice-president, T. E. Tucker ff. sec, 


| has advanced to the presidency of the  fiocjati 
| Florida State Bank of Sanford QycRa 
A0CUuU AutdAd occ | (Florida), succeeding E. G. Kilpatrick, freelect 


Jr., who has resigned. Earlier this year fiinnua’ 

the. local junior chamber of commerce Jiast m. 

Since 1832 “Ask The Bank of Nova Scotia” has been had named Mr. Tucker as the “out- fits 6( 

Pas : z | standing voung man of the vear. Georg 

open sesame to authoritative information and expert has h. 
a 

secrete 


guidance on matters of finance and banking. | i 
New president of the $60,000,000 MeFac 
Wayne Oakland Bank of Royal Oak, ff offi 


For all those with business interests in Canada oyal 
; Michigan, is Adolph F. Klein, former J be 


The Bank of Nova Scotia offers complete banking executive vice-president, who succeeds §f*T s 
“1:48 . . the late Alex J. Groesbeck, ex-Governor Fite 
facilities and information. Just ask The Bank of of Michigan. Harold F. Leach has Xo el 
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Klein is a veteran banker whose ex- 
perience dates back to 1916 when he 
started as a bookkeeper. When The 
Wayne Oakland Bank was formed by 
merger in 1939, he went with the new 
institution as a vice-president. He be- 
came senior vice-president in 1942, 
executive vice-president in 1944. 


® 


Formerly a vice-president (retired) of 
The Anglo California National Bank 
of San Francisco, 
John S. Curran 
has joined the San 
Francisco office of 
th New York Ter- 
minal Warehouse 
(o. as vice-presi- 
dent. Mr. Curran is 
a past president of 
theCalifornia Bank- 
ers Association and 
was long active in 
committee activities 
of the American Bankers Association. 








io 
J. S. CURRAN 


o 


William V. Harvey has been ad- 
vanced from cashier to assistant vice- 
president of the Columbia office of the 
Citizens and Southern National Bank 
f South Carolina. Nathan A. Bishop, 
Jr, is now cashier. 

* 


After completing 40 years of service 
assecretary of the Georgia Bankers As- 
wciation, Haynes 
McFadden declined 
reelection at the 
unual convention 
last month. During 
is 60 years the 
feorgia association 
has had only two 
secretaries, and Mr. 
McFadden’s tenure 
of office is believed 
0 be the longest 
ver served by any 
‘tate bankers association secretary. 
No change is involved in the other 
activities of Mr. McFadden who is 
publisher of “Southern Banker.” 








H. McFADDEN 


Sd 


At The First National Bank of Mem- 
phis (Tennessee), W. C. Dotson has 
deen elevated from assistant vice-presi- 
‘ent to vice-president, and M. A. Rat- 
diff from assistant cashier to assistant 
Vice-president. 


+ 





For her alertness in helping to appre- 
hend a daring young swindler, Mrs. 
Fama McCelvey, a teller at The Citi- 
zens National Bank of Lubbock, Texas, 
has been presented with a sizable Series 
E Bond by President G. E. Benson and 
ilso received a check and letter of 
‘Ppreciation from Charles E. Maedgen, 
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All wet! 


@“Ruth, run down to the 
postoffice and get ten dollars 
worth of stamps!”...But Ruth 
also ran into a sudden shower, 
and came back with the stamp 
sheets stuck together —all wet! 


@ Adhesive stamps, and licking and 
sticking, are all wet anyway. Now 
any bank, or branch, can afford 
metered mailing—with the DM, 
desk model postage meter. 


@The DM prints postage as you 
need it, for any kind of mail, 


directly on the envelope; and prints FREE: Postal Rate chart with parcel post 
a dated postmark, and a small ad 


= PITNEY-BOWES 
©) Postage 
Meter 


Offices in 93 cities in 


© 


ERR 
ema 
~ 


U.S. and Canada 





if you like... Handles parcel post 
and registered mail. Has a 
moistener for sealing envelopes 
...Anybody can use it. 


@The DM can be set for as much 
postage as you want to buy... 
protects it from loss, theft, 
damage...does its own 
accounting on visible registers 
... Saves time, effort, even 
postage...in any bank. 
Call nearest PB office 
today, or send for 

free illustrated booklet. By 


map and zone finder. 


PITNEY-BowEs, INc. 
3136 PaciFic St., STAMFORD, CONN. 


Please send free (| booklet, ( wall chart to: 


Name 





Firm 
Address 
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in the nation’s number two port .... 
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President G. Benson and Mrs. McCelvey 


Teller receives reward 


Jr, president of The Lubbock National 
Bank. 

The young man had already cashed 
two fraudulent checks and made other 
attempts, before he sought unsuccess- 
fully to obtain some cash on another 
lst of checks presented at the auto- 
teller window operated by Mrs. Mc- 
Celvey. She immediately recognized the 
handwriting, and noted the car license 
number. Fifteen minutes later, the 19- 
year-old youth was nabbed at his home. 

3efore this episode, Mrs. McCelvey 
had already compiled an outstanding 
record as an efficient and dependable 
teller. For a period of five consecutive 
vears she did not miss a single day 
irom her work. 

(Note from the management of the 
Citizens National to other banks: “No 
personnel pirating, please !’’) 


t 


Ralph H. Thomson is now comp- 
troller of The Na- 
tional City Bank of 
New York, follow- 
ing the retirement 
of Burness Kydd 
who has held the 
post since 1951. Mr. 
Thomson served in 
the bank’s South 
American branches 
from 1919 to 1940, 
and subsequently 
was in the overseas 
lvision at the head office until he was 
ppointed deputy comptroller in 1952. 
In other promotions, Frank Sauter, 
Carl E. Schwendler and Carl Kriech 
lave been named assistant vice-presi- 
lents;W. J. Hennessy and William L. 


Norris are now assistant cashiers. 











R. H. THOMSON 





e 


‘Dr. Donald L. Helfferich, executive 
vice-president of the Upper Darby 
(Pennsylvaia) National Bank and vice- 
President of Ursinus College, College- 
ville, has been appointed to the board 
% directors of the National Council 
% Churches of Christ in America. He 
is the first layman from his denomina- 
on, the Evangelical and Reformed 
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Church, to be named to this national 
board. Dr. Helfferich is a descendant 
of ten generations of clergymen in this 
denomination, and he has long been 
active in Evangelical and Reformed 
Church affairs. 


e 


A. Harrel Blackshear has joined the 


United States National Bank in Gal- 
veston, Texas, as an assistant vice- 
president. He comes from Houston 


where he was with a firm of auditors 
and accountants. 


So 


Colin W. McRae is now an assistant 
vice-president with Commercial Invest- 
ment Trust Incorporated, a subsidiary 
of C.I.T. Financial Corporation. He 
has been a vice-president of the Na- 
tional Shawmut Bank of Boston, in its 
New York Office, and in his new posi- 
tion will be engaged in bank relations 
activities. 

a 


Briggs Todd, formerly president of 
the Greenville Ave- 
nue State Bank, 
Dallas, is now pres- 
ident of the First 
State Bank, Abi- 
lene, Texas. Way- 
man Rose has been 
advanced to execu- 
tive vice-president, 
Jasper Allbright to 
vice-president, and 
Lester Morton to cashier. 











B. TODD 


a 


E. Dutton Stoy, a former national 
bank examiner with 21 years service 
with the Comptroller’s office, has been 
appointed a vice-president at the First 


National Bank of Arlington (Virginia). | 


5 


New president of Investors Diversi- | 


fied Services, Inc., parent company of 
the nation’s largest investment com- 
pany group, is Robert W. Purcell of 


I.D.S. has new president 
E. E. CRABB R. W. PURCELL 
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New York and Cleveland. He has re- 
signed as vice-chairman and general 
counsel of Alleghany Corporation and 
Chesapeake and Ohio Railway Com- 
pany to devote full time to the I.D.S. 
post. 

Earl E. Crabb, an officer of I.D.S. for 
27 years, has relinquished the presi- 
dency but remains as chairman of the 
board. 


A new member of the Honorable 
Order of Kentucky Colonels is William 
Moeller, vice-president of the First 
National Bank in St. Louis, in charge 
of bank relations in 


Illinois, Indiana, 


Now— BETTER Vault 
Steps at LOW PRICES 
CARD Sturdi-Lite 


ALUMINUM — Tubular Frame 
construction—STRONG and 
RIGID, yet Suprisingly Light. 
They make upper boxes more 
rentable. 

Always Bright, Neat Looking—no 
upkeep cost. Rubber feet prevent 
slipping. NON-SKID Rubber Treads 
on One-piece Cast Aluminum steps. 
10” between steps in both models. 


Top step 934” x 16”. Lower steps 
9” x 14”. 


2-STEP MODEL—No. 202 
20” high, 17” wide, 
18%” long. Price $95.00 
F.O.B. Detroit, Mich. 
3-STEP MODEL—No. 303 
30” high, 17” wide, 26” 
long. Price F. O. B. $97.50 
Detroit, Mich. ... . 
Model 303 with Casters add $5.50 
Prices subject to change without notice 


Write for details or send order to 


D. R. CARD CO. 


830 Merchandise Bidg., 
MINNEAPOLIS 3, MINN. 














and Kentucky. He was inducted into 
office last month, at the annual ban- 
quet in honor of the Commander-in- 
Chief, Governor Lawrence W. Wether- 
by, in Lonisville. 

Of First National’s officers who 
handle correspondent bank business, 
“Colonel” Moeller is the third to be so 
honored. Vice-President W. C. Collins 
is a colonel on the staff of the governor 
of Texas, and Vice-President Mack A. 
Aldrich was recently named a colonel 
on the staff of the governor of Okla- 
homa. 

o 


Hobart W. Faulkner, cashier of the 
Valley National 
Bank, Phoenix, has 
retired and _ his 
duties have been 
assumed by James 
A. Dismuke, in the 
newly created office 
of vice-president 
and cashier. 

Mr. Dismuke will 
assume the cashier’s 
responsibilities as 
secretary of the 
board of directors and discount com- 
mittee as well as the normal duties of 
that office, and he will continue to 
supervise the activities of the comp- 
troller’s department. 

* 











J. A. DISMUKE 


Philip L. Butler has been elevated to 
assistant vice-president in the banking 
department at the La Salle National 
Bank, Chicago. 

. 


Samuel W. Dixon has been promoted 
to assistant vice-president at The Bank 
of Asheville (North Carolina). He will 
continue to supervise the automobile 
loan department and will be a general 
loan officer. 


° 


The election of Warren A. Schneider 
to the newly-created post of executive 
vice-president has 
been announced by 
the Nassau County 
National Bank of 
Rockville Centre, 
Long Island, New 
York. A vice-presi- 
dent since 1947, he 
came to the Rock- 
ville Centre institu- 
tion from the Sea- 
ford National Bank 
where he was cash- 
ier. He has also served with Bank of 
the Manhattan Company. 


W. A. SCHNEIDER 


o 

President Reuben B. Hays of The 
First National Bank of Cincinnati is 
here shown in attractive and distin- 





Ceremony marks opening 


guished company, at civic ceremonies 
marking the opening of a customer 
parking lot for the Ninth and Main 
Street office. Mayor Carl W. Rich is 
cutting the ribbon, flanked by Mr. Hays 
and “Miss Hamilton County Sesqui- 
centennial.” The latter’s participation 
stems from the fact that the First 
National was the first bank in Ohio 
to receive a national charter, and it 
played an important role in the early 
history of Cincinnati and Ohio, whose 
150th anniversary is 
this vear. 


being observed 


So 


Leopoldo Casas was recently elected 
by the Cuban banks as a member of 
the board of direc- 
tors of Banco Na- 
cional de Cuba, Ha- 
vana. One of the 
best-known of the 
nation’s bankers, 
Mr. Casas was con- 
nected with Nation- 
al City Bank of 
New York for 20 
years, and _ from 
1931 to 1941 he 
acted as head of 
that institution’s Cuban organization. 
In 1945 he joined Banco Continental 
Cubano as general manager, and was 
president from 1949 to February 2%, 
1953, when he resigned to devote his 
time to his new position with Banco 
Nacional de Cuba. 











L. CASAS 


6 


Vice-President Harold A. Hayward 
of The First National Bank of Miami 
has just returned from a_ five-week 
tour of Central and South America, i! 
which he further developed correspond- 
ent bank relationships and emphasized 
trade possibilities. 


5 


When Lott Otis Ivey, vice-chairma! 
of the board at Citizens National Trust 
& Savings Bank of Los Angéles, 
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What about those, 
credit reports ...and that- 
question on Mexico 
for Tom Jones 2 


, = man at the Irving is like a 
member of your own staff... call 
on him just as freely. 


Have you ever hesitated to call for 
assistance—assuming that your request 
might be considered too demanding or 
even too trivial? Please remember that 
your man at the Irving won't feel that 
way at all. 


His job is clearly defined—to see that 
you get all the service we can provide, 








[ll call 
our man at 
+he IRVING! 


yy 


Dy 


no matter what the nature of your prob- 
lem may be. Besides his own capacities 
to serve—he has direct access to special- 
ists in all fields of commercial banking 
plus, of course, the world-wide facilities 
of the Irving. 


Would you like to learn more about how 
you can broaden your service to your cus- 
tomers by making Irving Trust Company 
your New York correspondent? We'll be 
glad to talk to you any time you say. 


IRVING TRUST COMPANY 


ONE WALL STREET 
Capital Funds over $121,000,000 


WituraM N. Enstrom, Chairman of the Board 


NEW YORK 15, N. Y. 


Total Resources over $1,300,000,000 


Ricuarp H: West, President 


Domestic Banking Division, Notan Harrican, Senior Vice President in Charge 


MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 
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‘STEEDS 2<1RONG 


TUBULAR COIN WRAPPERS 


They save 20% of time in machine filling . . . 
their sole pufpose. Slight pressure of 
the thumb and finger, and they pop 
open yet pack flat ..1000 each 
denomination to the carton. Save 
space. In 6 colors for 6 diff- 
erent coins. A top per- 
former with Banks. 


BANDING 
STRAPS 


BETTER THAN 
RUBBER BANDS 


Ideal for packaging currency, deposit tick- 
ets, checks, etc. Better than rubber bands 
as they will not break or deteriorate 
with age. Size of band, 10 in. x 
¥% in. Made of strong brown 
Kraft. Gummed ends, 

1000 to a carton. 


The ¢.L. DOWNEY CO. 
Dept.B +« HANNIBAL, MO. 


Send Sample of 








H. D. IVEY L. O. IVEY 


Century of service 


reached his 50th anniversary with the 
bank in March, he rounded out a his- 
tory of family service that is distinctly 
unusual in American banking. His 
brother, Herbert D. Ivey, board chair- 
man, had celebrated his 50th anniver- 
sary in January, and thus the two 
Texas-born brothers have now been 
with Citizens National for a total of 
100 years—a full century of service. 
30th joined the bank as messengers. 


e 


* Clarence G. Ivey is joining The 
Hartford-Connecti- 
cut Trust Company 
as a vice-president, 
effective about July 
1. Since 1951 he has 
been executive 
vice-president of 
the Chittenden 
County Trust Com- 
pany, Burlington, 
Vermont, and pre- 
viously he was a 
vice-president of 

the National Shawmut Bank of Bos- 

ton. 


C. G. IVEY 


e 


At the Texas Bank & Trust Co. of 
Dallas, William C. Whitney has been 
promoted to assistant vice-president 
and comptroller. W. O. Perlick is now 
credit sales manager of the recently- 
organized “Charge-It” service depart- 
ment, which on March 24 had 160 stores 
participating, and Perry Bowen has 
been named assistant credit manager. 


* 


Formerly assistant manager of the 
international division, Arthur C. Kry- 
mer has been advanced to assistant 
vice-president at Chemical Bank & 
Trust Company, New York City. 
Walter C. Sundberg is now an assistant 
treasurer, 

. 


The Ambridge (Pennsylvania) Na- 
tional Bank has become the Ambridge 
Office of Mellon National Bank and 


Trust Company, Pittsburgh. Ralph w. 
Aye, formerly president of the An. 
bridge National, is now an as-istant 
vice-president of Mellon Bank an 
manager of the new branch office. 


2 


George J. Schatz, vice-president oj 
Commercial Factors Corp., has bee, 
elected president of the New Yor 
Credit & Financial Management Asso. 
ciation. He succeeds Roliston ¢ 
Woodbury, vice-chairman of the boar( 
of Textile Banking Co., Inc. 


e 


Herbert L. Bacon, son of President 
E. L. Bacon at the 
United States Bank 
of Grand Junction 
(Colorado), has 
assumed duties as 
assistant vice-presi- 
dent. He has met 
the requirements 
for an M. A. degree 
in Economics, and 
recently completed 
a thesis on the “Peach Industry of 
Grand Valley of Colorado.” 








H. L. BACON 


5 


Max Sample has been promoted to 
cashier of the First 
National Bank, 
Springdale, Arkan- 
sas, and secretary 
of the board of di- 
rectors. With the 
bank since January, 
1951, he was former- 
ly with the Bratt- 
Wasson Bank in 
Siloam Springs, and 
the First National Bank of Fayette- 
ville, Arkansas. 





M. SAMPLE 
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Walter N. Patterson, president 
emeritus of The National Bank oi 
Cambridge (Ohio), was guest of honor 
at a party to celebrate three anniver- 
saries: his 80th birthday anniversary, 
his 60th year of association with the 
bank, and the 90th anniversary of the 
organization of the bank. 

Mr. Patterson was presented with a 
parchment scroll naming him president 
emeritus and an honorary director ol 


Day of anniversaries 
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NATIONAL BANK OF DETROIT 


COMPLETE BANKING AND TRUST SERVICE 








STATEMENT OF CONDITION, MARCH 31, 1953 


























RESOURCES 
Cash on Hand and Due from Other Banks . $ 442,506,119.04 
United States Government Securities . . . 713,544,979.52 
Other Securities . . «. . & w» © © 162,247,003.71 
Loans: 
Loans and Discounts . . . . . . §$ 344,425,043.93 
Real Estate Mortgages. . ... . 71,928,497.58 416,353,541.51 
Accrued Income and Other Resources... 6,855,635.70 
Branch Buildings and Leasehold Improvements 4,212,715.36 
Customers’ Liability on Acceptances and 
Letters of Credit DS ee et ee Ge S 2,216,039.60 
$1,747,936,034.44 
LIABILITIES 
Deposits: 
Commercial, Bank and Savings . . . $1,445,859,333.01 
United States Government. . .. . 135,623,410.83 
Other Fuume amas . . 2. 3. ws 42,492,087.48 $1,623,974,831.32 
ee Oe is se, Se ee ee 33,000,000.00 
Accrued Expenses and Other Liabilities .. . 12,178,856.86 
Dividend Payable May1,1953. . .. . 783,000.00 
Acceptances and Letters of Credit. . . . 2,216,039.60 
Capital Funds: 
Common Stock ($10.00 Par Value) . . $ 15,660,000.00 
ia Maer. geo: eae es 45,000,000.00 
Undivided Profits... =. + é& ~« 15,123,306.66 75,783,306.66 
$1,747,936,034.44 
United States Government Securities carried at $213,401,671.09 in the foregoing state- 
ment are pledged to secure public deposits, including deposits of $11,787,895.73 of the 
Treasurer-State of Michigan, and bills payable and for other purposes required by law. 











BOARD OF DIRECTORS 


HOWARD C. BALDWIN CHARLES T. FISHER, JR. R. PERRY SHORTS 
HENRY E. BODMAN JOHN B. FORD GEORGE A. STAPLES 
ROBERT J. BOWMAN B. E. HUTCHINSON DONALD F. VALLEY 
PRENTISS M. BROWN BEN R. MARSH JAMES B. WEBBER, JR. 
HARLOW H. CURTICE W. DEAN ROBINSON - R. R. WILLIAMS 
CHARLES T. FISHER NATE S. SHAPERO BEN E. YOUNG 


44 OFFICES IN METROPOLITAN DETROIT 
Garden City « Harper Woods « Inkster « Livonia « Plymouth « Wayne 
MAIN OFFICE—WOODWARD AT CADILLAC SQUARE—DETROIT 32, MICHIGAN 


Member Federal Deposit Insurance Corporation 
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the bank for life, and also was given a 
television set. Directors are shown 
here with Mr. Patterson, as he is about 
to cut the huge birthday cake which is 
a replica of the bank. The group, left 
to right, includes: William F. Johns- 
ton, Robert Frisbee, Mr. Patterson, 
James A. Weyer, Paul D. Ewing, Vern 
F. Ross and C. E. Major. The board 
chairman, H. D. McClelland, was out 


Colonel M. E. Zetterholm, vice-presi- 
dent and director, has been transferred 
from Tucson to the home office of the 
bank in Phoenix. 

Mr. Bean has been an assistant vice’ 
president with Valley National Bank, 
in Tucson. 

* 


James H. Witherspoon, formerly as- 


sistant cashier in charge of bookkeep- 
ing operations, has been advanced to 9 . 4 ee pent 
cashier at the Security National Bank, a |? we — To 
Greensboro, North Carolina. — time 1 
its sel 
° eaeeedeinet < recent 
a tion © 
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of the city and wired his congratu- 
lations. 


* 


Formerly manager of the research 
department, Merle 
Hostetler has been 
promoted to assist- 
ant vice-president 
at the Federal Re- 
serve Bank of 
Cleveland. He is 
editor of the bank’s 
Monthly Business 
Review, and widely Berkeley. 

known as a finan- ° 
cial analyst and speaker on enonomic ° 
subjects. 





Harold B. Symes, previously vice- 
president and manager of the Berkeley 
main office of American Trust Com- 
pany, has been named vice-president in 
charge of the bank’s building depart- 
ment at its head office in San Francisco. 
Harry R. Pennell succeeds Mr. Symes 
as vice-president manager at 


50th anniversary cake 


ter, and James R. Newkirk, attorney 
and director of the bank. The ten-feet- 
high cake is crowned with a replica of 
the chime clock, a city landmark, which 
the bank uses as a symbol. 


and 
M. HOSTETLER 


The Peoples Trust and Savings Com- 
° pany, oldest bank in Fort Wayne, In- 
diana, is justifiably proud of its record 
of stability. Here a master baker puts 
finishing touches on the unique birth- 
day cake used to highlight the bank’s 
50th anniversary. Looking on are 
President Donnelly P. McDonald, cen- 


William M. Day, vice-president and 
general manager, Michigan Bell Tele- 
phone Company, is All 
now board chair-ggiral d 
man of the Detroit banks 
Branch of the Fed-g "dina 
eral Reserve Bank pills, 1 
of Chicago. He suc. ettler 
ceeds John A. Han-§'! a ¢ 
nah, Michigangy inc 
State College presi- Por he 
dent who is nowg Tie 
serving as Assistant each 
Secretary of De- subsid 
fense. wmer: 

At a dinner formally dedicating the ited. ' 
new Detroit Branch building, it wasff™ th 
announced that Vice-President Harlangj*4ur 
J. Chalfont in charge of the branch thenti 
was retiring after 35 years of service. the pr 
His successor is Russel A. Swaney,g The 


Cleat O-Hrone 
now an assistant vice-president. 


P.. the New 
James E. Delaney, assistant vice 
EXECUTIVE 


president at Bank of America’s Los 
Angeles headquar- 
ters, is the bank’s 
new representative 
to corporations and 
banks of the north 
middle western 
states. 

Darrow L. Sutton 
and Julius M. Mar- 
tin have been pro- 
moted to assistant 
vice-presidents at 
the San Francisco 
head office. Mr. Sutton 
transferred to the corporation @# 
bank relations department and will 
represent the bank in eastern se 
board territory. 


G. Clarke Bean has been appointed 
vice-president and manager of the Tuc- 
son office of The Bank of Douglas in 
Arizona, succeeding Glendon V. Weir 
who has resigned due to poor health. 











the most important contribution 
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\ 
SELECT-O-PHONE, America's first 
choice in intercommunication systems, 
augments city phone service, relieves 
switchboards so jammed with inside, 
inter-office traffic that they cannot 
handle incoming and outgoing calls 
efficiently. SELECT-O-PHONE is 
automatic, requires no operator, 
handles cOmmiunication between as 
many as 55 stations!... The mew Ex- 
ecutive Station, with automatic dialing 
and ringing, permits you to converse 
with up to 20 other stations or depart- 
ments as though in the same room. 
No‘buttons or levers to hold down 
while you talk. Simple 4-wire instal- 
lation. For complete information send 
coupon below at'once 


FELLOCE x, 


An Associate of International Telephone 


and Telegraph Corporation Mahogany, walnut or finished 


to blend with any office decor. 


J. E. DELANEY 


SELECT-O-PHONE DIVISION, 
KELLOGG SWITCHBOARD AND 
SUPPLY CO., Dept. 65-E 

Sales Offices: 79 W. Monroe St., 
Chicago 3, Illinois 

Please send information on Kel- 
logg SELECT-O-PHONE Systems 
and the new Executive Station. 
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CANADIAN BANKING 








Centralized Collections 


To effect savings and at the same 
time to increase the effectiveness of 
its service, the Bank of Nova Scotia 
recently started a centralized collec- 
tion operation in the Montreal area 
involving 11 branches. Under the new 
jevelopment the staffs engaged in col- 
lection work are pooled thus creating a 
specialized unit. 

Customers still place their drafts 
and collections with the individual 
branches. Collections are picked up 
at intervals during each day by a 
messenger using a panel truck and 
brought to the new central office. The 
(fice is in touch by private telephone 
line with all Montreal branches and 
keeps the records of collections. 

All items despatched from the cen- 
tral department to branches and other 
banks are for account thereto. For 
wdinary collections and discounted 
bills, the originating branches receive 
settlement for paid items daily by way 
of a cash voucher in total, supported 
by individual payment advice forms. 
For collateral bills, the central office 
carries general ledger accounts for 
each of the Montreal branches with 
subsidiary accounts for individual cus- 
tomers, to which payments are cred- 
ied. The originating branches draw 
m these cash accounts daily, or as 
required, by means of a voucher au- 
thenticated at the central office over 
the private telephone system. 

The cost of operating the central 


By JAMES MONTAGNES 











Bank of Nova Scotia, Montreal, Canada 


The new collection office will effect considerable savings 


collection department is carried on a 
pro-rate basis by all Montreal 
branches of Bank of Nova Scotia. 
Where the 11 branches had 50 
people in the collection staff, it is esti- 
mated the central operation will cut 
this to 30, a saving of about $41,000 
in salaries. It is also estimated that 
there will be a saving in collection 
charges due to the fact that settle- 
ments are carried on one voucher from 
each branch bank to the central office, 
that about $7,000 a year in postage 
will be saved and that there will be 
savings in stationery, office equipment, 
and working space under the central 


Discussing Canadian oil fields with a British businessman 


Left: C. Ayearst, manager, business development department, Royal Bank of 
Canada. Standing: G. H. Mercier, associate manager 








operation... An overall savings of 
$60,000 a year is expected, despite the 
costs of a special collection truck, pri- 
vate telephone line and central office. 

The new office, managed by Ellery 
A. Van Blarcom, is expected to expe- 
dite the reconciling of outstanding 
entries at the branch clearings depart- 
ment at the bank’s Toronto head-office 
by about 300 credit lists per day. 


+ Sd 5 


Business Development 


Not long ago two British business- 
men came to Canada to look for a 
suitable site for a branch factory. 
They had planned a trans-Canada tour 
to look for their objective. On arrival 
at Montreal they stopped at the Royal 
Bank of Canada, found the bank had 
a business development department, 
and explained their problem. The de- 
partment’s executives went over the 
list of possible sites the visitors had 
planned to see, showed why most were 
not suitable, and took them on a tour 
of sites in the Montreal area. Within 
two days the business men had picked 
just the site they had hoped to find. 

This is one of the examples of 
the many and varied operations of the 
Royal Bank of Canada’s business 
development department, which has 
offices at Montreal, Toronto, Calgary, 
Vancouver, New York, Chicago, and 
London, England. The officers who staff 
these branches are men with consid- 
erable background in banking and are 
familiar with many different types of 


67 





industry and business. They work in 
close liaison with the bank’s local 
branch managers. 

In addition to helping locate factory 
sites, they also help customers buy and 
sell factory properties, provide market 
information throughout the western 
world, help locate suitable trade rep- 
resentation for Canadian manufactur- 
ers overseas and for customers in 
Latin America, France and England in 
Canada. The business development de- 
partment keeps up-to-the-minute on 
changing regulations affecting im- 
ports and exports, tariffs and other 
trade matters. It also provides intro- 
ductions for the bank’s business cus- 
tomers, having wide contacts built up 
over many years throughout Canada 
and abroad. 

The department’s main purpose is 
to provide assistance, information and 
advice to businessmen and firms, par- 
ticularly from other countries. 


e Sd > 


Coronation Folders 


Data on London, England, for 
Canadian coronation visitors, is being 
distributed by a number of Canadian 
banks. Most complete is a booklet of 
Barclays Bank (Canada), head-office 
Montreal. The booklet deals with de- 














The 
ROYAL BANK OF CANADA 
LONDON 
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tails of the coronation, British cur- 
rency with pictures and equivalents in 
Canadian and United States currency, 
food rationing for visitors to Great 
Britain, motoring data, information 
on London’s transportation system 
with map of underground lines, shop- 
ping taxes, postal services, telephone 
and telegraph services and how to 
claim lost property. The booklet also 
contains a map of part of London with 
places of interest marked. It lists 
services and branches of the Barclays 
Bank in London. 








Correspondent Service 
IN MICHIGAN 


Manufacturers National Bank in- 


vites consideration of its facilities 


for serving as your Michigan corre- 


spondent. Prompt, efficient handling 


of items is assured through offices 


strategically located in Detroit, 
Highland Park, Dearborn and 
Grosse Pointe Woods. 


THE MANUFACTURERS NATIONAL BANK 


OF DETROIT 


DETROIT 31, MICHIGAN 


Member Federal Deposit Insurance Corporation 








| second topic 
' money. The third topic is for arrang- 





2nd JUNE 1953 
THE CORONATION OF HER MAJESTY QUEEN ELIZABETH Uf 


DESIGNED AND PUBLISHED 
BY BARCLAYS BANK, LIMITED 


— 


Above: Barclays Bank Limited 
Left: The Royal Bank of Canada 


Tips for coronation visitors 


The Royal Bank of Canada has 
issued a small coronation folder with 
a map of the city of London, with 
places of interest and the bank’s two 
branches there marked on the map. 
The folder also describes Britain’s 
coinage. 


e ° e 


Aids for New Canadians 


Because of the large number of 
European immigrants coming to Can- 
ada who do not speak English, the 
Royal Bank of Canada has developed 
a set of forms to help the immigrant 
and the bank get together. There is a 
form for each one of six languages, 
Danish, German, Italian, Netherlands, 
Polish and Ukrainian. Each form con- 
tains the same information in English 
and the foreign language. 

The forms deal with three topics. 
The first is for opening a_ savings 
account, and asks the immigrant to 
write down the amount he wishes to 
deposit, his full name, address and 
occupation. The form tells him to wait 


| for his passbook, and about leaving an 


identifying signature. 

Since many immigrants send money 
to Canada before leaving Europe, the 
is for claiming such 


ing to send a remittance. For this 


| latter a special form has been pre 
| pared with all necessary data as to the 
| address to whom remittance is to be 


sent, how it is to be sent, and who i 
the sender. The form is prepared I 
English and the six foreign languages 
on one form. 

The bank has also prepared a ques 
tion sheet in English and six lar 
guages for use by its staff whet 
first questioning an immigrant. The 
questions deal with identification, 
address and opening of a bank account. 
The immigrant has but to pick his ow! 
language from the list. In large «lt! 
branches the bank can then easily 
obtain a staff member who speaks the 
newcomer’s language. 
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THE BOOKLET COUNTER 








Getting Close to People .. . 
“Whether a bank progresses or falls 
back depends to a large extent on how 
well it is known and liked by the people 
it serves. That’s why we have em- 
barked on this overall campaign of 
strong and sustained advertising.” 
Thus, President Homer J. Livingston 
of Chicago’s First National introduces 
his bank’s review of advertising activi- 
ties for 1952. 

The new booklet will be of wide 
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Details of a strong campaign 


interest to banks of all sizes. It carries 
reproductions, with explanatory copy, 
of the bank’s advertisements on sav- 
ings, commercial banking, trust, con- 
sumer credit and travelers checks. It 
contains sections on special promotions 
and on the bank’s television program. 


Drive-in Plans Manual. . . Fast- 
er, more convenient banking service 
for motorists is the theme of this new 
booklet published by the Mosler Safe 
Company to help banks in planning 
modern drive-in facilities. Its 12 
pages are devoted to a wide variety of 
layouts, each one illustrated by sche- 
matic drawings showing dimensions, 
proper radius of turn, spacing of mul- 
tiple drive-in windows, and traffic flow 
markings. Pictured also are single and 
multiple bay-type and flush-type elec- 
trically operated windows. 


Copying Device. This colorful, 8- 
page folder describes the advantages 
and operations of the new Model 14 
Copyflex machine, claimed by the man- 
ufacturer to be the first of its type 
capable of copying any size office form. 


May, 1953 





Bank managements interested in 
speeding up office systems and copying 
methods will find this booklet helpful. 


Salary Raises . . . This excellent 
article first appeared in a bank’s em- 
ployee publication, and was later re- 
viewed in the banking news section of 
this magazine. So enthusiastic was 
the response of readers that the pro- 
ducing bank now makes the article 
available in reprint form to Booklet 
Counter readers. 

Under the sub-titles, “job evalua- 
tion,” “performance rating,” and 
“salary review,” the booklet is made 
especially interesting by the author’s 
direct approach and use of outlines. Al- 
together, he poses and answers 38 
questions on the subject of salary 
raises. In them are many valuable tips 
to banking officers concerned with this 
recurring personnel problem. The 
booklet also is valuable for familiariz- 
ing employees with underlying factors 
bearing on salary increases. 


Understanding Your Bank .. . 
A state banking association surveyed 
all of the banks in the state to deter- 
mine the most common public misun- 
derstandings about banking which 
cropped up in daily business. The as- 
sociation then produced this booklet 
to clarify 14 popular misconceptions 
pertaining to service charges, interest 
rates, banking hours, uncollected 
funds, ete. 

The folder is an excellent guide for 
the banks of other localities, who wish 
to promulgate similar surveys and 
folders toward better public under- 
standing of banks. 


Home Loan Bank Board. ... A 
4-page pamphlet defining the functions 
of the Home Loan Bank Board and 
discussing the operations of the Fed- 
eral Home Loan Bank System, the 
Federal Savings and Loan Insurance 





These booklets are available upon 
request, free of charge or obligation, 
under an arrangement whereby the 
requests are referred promplly to the 
producers. Simply address requests 
on bank or company letlerhead to 


Booklet Editor 
Burroughs Clearing House 
Detroit 32, Michigan 











Corporation, and the system of Fed- 
eral Savings and Loan Associations. 
The pamphlet is a revision of one 
offered several months ago in the 
Booklet Counter. 


Bank Finance of Florida Beef 
Cattle . . . Early this year charges 
were levelled at banks in certain west- 
ern cattle-raising areas because of 
the slump in cattle prices. The bank- 
ers were quick to defend themselves 
with facts to show they had not con- 
tributed to the adversity by tighten- 
ing bank credit. That this booklet was 
produced at the same time such charg- 





BANK FINANCE 
FLORIDA BEEF CATTLE 


FIRST NATIONAT BANK 


Brey 








Guide to livestock financing 


es were being made is significant. 

“Inasmuch as one of our commit- 
tee members,” reads the booklet fore- 
word, “has spent considerable time 
in preparing ... information for use 
within his own bank, it was our opin- 
ion that . . . the review could prove 
of value to those . . . interested in 
this type of credit.” 

The 30 illustrated pages of this 
booklet includes a history of Florida 
beef, discusses various types of cattle 
loans, and explains the bank policies 
behind them. It gives steps for taking 
loan applications and for preparing 
notes and chattel mortgages. In addi- 
tion, it gives complete specimen forms 
for cattle loan applications, livestock 
appraisal sheet, chattel mortgage, cer- 
tificate, promissory note, and subordi- 
nation agreement. 


Equity Plan . . . In general terms 
and stripped of their legal phraseol- 
ogy, the three different type agree- 
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ments of the retail finance division of 
The Westinghouse Electric Corpora- 
tion are explained in this 20-page 
booklet. The types of agreements are: 
inventory financing, wholesale pur- 
chase, and inventory protection. Point- 
by-point for each agreement, the book- 
let gives first the legal terminology 
and then its meaning in simpler lay 
terms. Consequently, bank loan officers 
need not “puzzle” over meanings of 
the plans, because legal “masks” have 
been removed. 


Letterhead Portfolio . .. A col- 
lection of outstanding letterheads 


produced by Bryon Weston Company 
and featuring designs used by well- 
known companies. Included are speci- 
mens of black-and-white, two-color and 
multi-color letterheads done by letter- 
press, lithography and die stamp en- 
graving. The series is excellent for 
comparing current design trends. 


Why Fumble for Time and 
Money? .. . Should a business use 
the arbitrary December 31 closing 
date, or instead, should it use a “natu- 
ral business year” closing adapted to 
a company’s particular needs and ac- 
tivities? A vice-president of a bank 
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with ove bank 


Business funds deposited in any Bank of California office are 
available, immediately, in a// our other offices, in all three Pacific 


This immediate one-bank service can be especially helpful when 
time is of the essence in important transactions. 

Back of this immediacy, of course, is the less dramatic, but 
equally important fact that each office of this eighty-nine year old 
bank is long-established in its area—thoroughly acquainted with 
area needs and opportunities, and with its business leaders. Naturally, 
our area information service is available to all our customers. 

These, and other Coastwide services, are available to all 
customers of this bank. 


THE BANK OF CALIFORNIA 


NATIONAL ASSOCIATION 


Incorporated in 1864 


SEATTLE ¢« TACOMA 


Member Federal Deposit Insurance Corporation 











ae 








BANK OF LONDON & SOUTH AMERICA 


* ~LIMITED:>.+ © © © © © = © «© « 








explains how he advised the president 
of a canning company to change to a 
“natural” April 30th closing; and how 


the change resulted in immediate 
benefits in “time and money,” not only 
to the canning company, but to its 
banker, accountants and stockholders, 
The vice-president goes on to say that 
after his success with the canning 
company, he made a survey of other 
industries to learn which ones closed 
their books on a date coinciding with 
a natural business year. His findings 
on 30 different industries are listed, 


Funding Programs . . . 1920's 
and Now... Here is an extensive and 
timely study by a leading government 
securities firm. It is of value to the 
investment officers of all banks. The 
study compares the business _back- 
ground (1939-1953) of the present 
funding program with the conditions 
preceding the successful funding pro- 
gram of the 1920’s. It declares that 
difficulty will be met in duplicating 
over the next 5 or 10 years the reason- 
ably healthy conditions of 1922-1928. 
If, however, the government can main- 
tain a sound dollar, the study concludes 
that the funding program will be suc- 
cessfully developed, and, “such a re- 
sult implies that outstanding Treasury 
securities are selling at prices almost 
as cheap, relatively, as those of 1920- 
1929.” 


Your Path to Trust Profits... 
The company that produced this book- 
let has had more than 20 years’ ex- 
perience in helping banks produce 
profitable new trust business. The 
booklet outlines this company’s “over- 
all” program as used by many large 
and small banks. 

The plan is described as a “consoli- 
dation of all the factors that must be 
considered in building up a trust de- 
partment.” It then discusses the kind 
of new business that is especially de- 
sirable, the survey of the market, the 
necessity for getting one’s own insti- 
tution solidly behind the effort, the 
needs of prospects, and the qualifica- 
tions of trust solicitors. 

Reading the steps outlined in this 
booklet should be rewarding to the 
trust officers of any bank. 


Commodities . . . This is a convel- 
ient, general reference book, pocket- 
size of 275 pages and containing 
sential facts about 29 principal com- 
modities (grain, minerals, staples, 
etc.), and information on commodity 
trading in general. A section is devoted 
to general commission rates in Ccol- 
venient tabulation form. Separate set 
tions follow for each commodity, con 
taining additional general information 
about the particular commodity, the 
essential details of its contract for 
future delivery, and tabulations of st@ 
tistics on prices, supply and demand. 
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COURT DECISIONS 








By FREDERICK C. FIECHTER. Jr. 


Member of the Bar of Pennsylvania and of Florida, 
and admitted to practice before the Supreme Court of the United States 
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Right to Convey Property 

A legal rule is that a debtor who acts 
in good faith may transfer all or part 
of his property to one of his creditors 
for a fairly equivalent consideration. 
It does not matter whether the trans- 
fe is made for a current debt, or in 
satisfaction of an antecedent debt. The 
rule holds that no fraud* will be al- 
lowed unless both the grantor and 
grantee of the property are shown to 
have had fraudulent intent in making 
the conveyance. 

The Court of Appeals of Maryland 
recently reiterated this rule in a case 
involving a farmer who left agricul- 
ture to engage in the laundry business 
and contemporaneously incurred a 
$15,000 indebtedness secured by a sec- 
nd mortgage on his laundry plant. 

When the farmer failed to make the 
required $500 per month instalment 
payment, his creditor tried to recover 
from his two sons two farms he had 
deeded to them just about the time he 
became in arrears on his laundry in- 
debtedness amortization. The sons 
daimed that monies they had accumu- 
lated in the Navy from salary and 
gambling had been loaned their par- 
ents. 

The Court stated the decisive ques- 
tion in the case was whether the sons 
participated in any fraudulent intent 
vhich might be attributed to the 
father, and quoted an earlier Mary- 
nd case to the effect that: 

“By a long course of decisions, it 
has been settled that the fraud of the 
vendor does not vitiate a sale unless 
the vendee has participated in the 
fraudulent intent. * * * Some author- 
ities go so far as to hold that, even if 
the grantee creditor has knowledge 
that the effect of the conveyance and 
the intent of the grantor are to delay 
defraud other creditors, the title of 
the grantee will not be vitiated if he 
acts in good faith, and does not par- 
lldipate in the fraudulent intent of 
the grantor.’” Long et ux. v. Dixon 
etal. 93 A. 2d 758 (1953). 


* + ° 


When A “Sale” Is A Loan 
Bankers are not infrequently con- 

fronted with the question of whether 

4 given transaction is a loan or an 
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investment when the question is one of 
loan or investment limits under Fed- 
eral Reserve or other regulations. The 
Supreme Court of Indiana recently 
decided that a certain taxpayer’s pur- 
ported sale of conditional sales con- 
tracts to a banking corporation was a 
loan, and therefore that money re- 
ceived by the taxpayer was exempt 
from gross income taxes. 

The Wayne Pump Company manu- 
factured and sold pumps to the 
gasoline trade including Texaco, on 
conditional sales and installment con- 
tracts. The Wayne Company entered 
into a contract with First Bancredit 
Corporation of Minneapolis to finance 
its “paper.” Sales contracts aggregat- 
ing about $767,000 were transferred 
to Bancredit. The contract provided 
that Bancredit would buy such 
“paper” in series of $200,000 each. 
Each contract was to be accompanied 
by a chattel mortgage, conditional sales 
contract or other security device. 
Bancredit was to pay the face amount 
of paper less a discount of 544% on 
declining balances, to be billed to 
Wayne Pump monthly. Wayne Pump 
was to save Bancredit harmless from 
Indiana taxes on the paper purchased. 
Wayne Pump was made agent to 


collect on all paper purchased by 
Bancredit, remitting collections to 
Bancredit on the 10th of each month, 
including all prepayments; and not 
later than the 15th day of each month 
Wayne Pump was to report all delin- 
quencies of 30 days or more, or any 
other default. 

Bancredit and Texaco were given a 
right to examine the Wayne Pump 
records pertaining to Bancredit or 
Texaco accounts. If Wayne Pump de- 
faulted on any terms of the contract, 
Bancredit was given the right to take 
over the collection of any paper, in 
which case Wayne Pump would pay 
Bancredit a collection charge equal to 
10% of all amounts so collected by 
Bancredit. 

Wayne Pump agreed to repurchase 
from Banetredit any paper delinquent 
for 90 days or more. Wayne Pump 
reserved the right to repurchase any 
paper which became delinquent before 
the lapse of ninety days, and the right 
to repurchase individual items which 
required special handling. If Wayne 
Pump failed to repurchase any delin- 
quent paper as agreed, Bancredit was 
given the right to take over the equip- 
ment covered and resell it without 
prejudice to its other remedies. 











RELIEF from 


AND AFFILIATES 


"$2 WOODLAND STREET 
HARTFORD 15, CONN. 





EXTRA EXPENSE 


You can be reimbursed for extra expenses 
incurred if fire or other catastrophe 
forces you to continue business with 
rented equipment in temporary 

quarters. For detailed information about 
our Extra Expense Insurance, write to... 





The Connecticut Fire Ins. Co. 
Equitable Fire & Marine Ins. Co. 
Minneapolis Fire & Marine Ins. Co. 
The Central States Fire Ins. Co. 
Atlantic Fire Ins. Co. 

Great Eastern Fire Ins. Co. 
Reliance Ins. Co. of Canada 
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Wayne Pump agreed to assume 50% 
of the ultimate loss on all paper pur- 
chased by Bancredit, and Texaco 
assumed the ultimate loss to the same 
extent. Furthermore, Texaco agreed 


to back up the obligations of Wayne 
Pump to Bancredit. 
Was all this a bona fide sale of the 


conditional sales contract to Ban- 
credit, or was it in fact a loan by 








eastern Cities. 
e The Fulton National 
invites correspondent 
accounts from throughout 
the nation. 














Atlanta, Southeastern headquarters 
ational Concerns and the 6th Federal 


banking experience. We know the territory 
our customers. 








TEN LOCATIONS SERVING THE ATLANTA AREA 
MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 
MEMBER FEDERAL RESERVE SYSTEM 
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one } Jesus Nazareno 139, 
CABLES: 
vaancorer” LIMA — PERU 





A steadily increasing number of 
banks in the United States are 
sending us their 


COLLECTIONS ON PERU 


| 








| They find they can rely on us for | 
| rapid and efficient service, 
| including: — 


—immediate presentation 

—strict observance of 
ones instructions 

—prompt remittance of 


proceeds 








| Our Foreign Department will be glad 
| to furnish terms on request, and to an- 
| swer all 


| Peru's 
| 


enquiries in connection with 


Foreign Trade. 


























BANK SIGNS 
tn 2 “mit 





Picture the name of your bank in enduring 
bronze . . . the names of your personnel 
in handsome desk plates of the same digni- 
fied metal. 





Let us show you how we can give you 
the very finest signs, desk plates and bul- 
letin boards to suit your every need . . . at 
most economical prices. 

Send for free illustrated catalog 


Ac J. BRA 
DESK NAMEPLATES 


Ck PRI 
2” x 10” one line of copy, $7.50 
2/2" x 10” two lines of copy, $9.00 
on bronze easel—other styles available 






SIDENT 








"*Bronze Tablet Headquarters"’ 


UNITED STATES BRONZE SIGN CO., Inc. 
570 Broadway, Dept. BM, New York 12, N.Y. 
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| the case at bar the written agreement 
| we think, conclusively shows that the 


| the lender from any loss.” 


| where accounts are transferred for a 








| Bancredit, actually received in pay 
| ments 


| Tax Division. 110 N.E. 2d 284 (195° 





Bancredit and the assignment of the 
conditional sales contract a security 
for the loan? 


The Court said: 


“A sale is the transfer of property 
in a thing for a price in money. The 
transfer of the property for a price 
is the essence of the transaction and 
the transfer must be of the yenera| 
or absolute property as distinguished 
from a special property. } 

“A loan of money is a contract by 
which one delivers a sum of money to 
another and the recipient agrees to 
return at a future time an equivalent 
sum either with or without interest or 
other legitimate charges. 

“The test which determines whether 
the transactions between the parties 
was a loan or a sale is the intention of 
the parties.. This intention is to be 
ascertained from their written agree- 
ment and the entire transaction. In 


intention of the parties was to effect 
a loan of money at a profitable rate 
of interest to the lender, and to save 





The Court went on to say that 











consideration equal to or less than 
their face value, “of which considera- 
tion only a part is advanced in cash 
to the transferrer, the other part 
being retained by the transferree as 
a guaranty fund to indemnify itself 
for loss it may sustain because of 
default in the payment of some of the 
paper transferred, and where the 
transferrer agrees to repurchase the 
papers that are in default, and where 
the transferree agrees to refund to 
the transferrer the excess of the col- 
lections of the paper over the amount 
actually advanced plus the transfer- 
ree’s charges, the courts, by a combi- 
nation of these circumstances or some 
material part of them, have frequently 
declared the transaction a pledge of 
the accounts or choses in action as a 
security for'a loan, rather than 4 
sale.” Therefore, the gross sum It 
ceived by Wayne Pump from Bal- 
credit was borrowed money, an 
borrowed money and the repayment 
thereof were expressly exempted from 
gross income taxes by the pertinent§ 
Indiana Revenue Law. 

“The proper basis upon which t0 
calculate [Wayne Pump] gross incom 
tax for the years involved is the gros 
amount that it or its transferree, 


















on the several accounts 
choses in action which it transferrelf 
to Bancredit, and which | Wayte 
Pump] had not listed and paid gro% 
income tax upon during each yé@ 
involved.” Wayne Pump Co. v. Dt 
partment of Treasury, Gross [ncoiil 
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For more speed, efficiency and profit... 


Every step of the way—receipting deposits, 
proving, microfilming and cycle billing of 
accounts—you can save important time and 
money when you put Burroughs equipment 
to work for you on any merchant’s charge 
account plan. Burroughs’ complete line of 
microfilming and accounting machines speed 


> CYCLE BILLING— The new Bur- 


roughs Sensimatic cycle billing ma- 
chine—the most modern, most auto- 
matic cycle billing machine available 
today—is the result of years of Bur- 
roughs’ experience with cycle billing 
in department store operations. 


e Prints the number of tickets— 
charges, returns and credits—on 
each statement for fast, accurate 
verification and mailing. 











e Exclusive mechanically enforced 
recognition of past due accounts 
assures better credit control. 


e Exclusive error correction feature 
provides complete adjustment of 
incorrect billings. 

e Production counters indicate total 
items, credit items and accounts 
billed—expedite production plan- 
ning and operator incentive plans. 

e Sensimatic simplicity of operation 
permits even inexperienced oper- 
ators to do expert work. 


MICROFILMING — With the sen- 
sational new Acro-Feeder, Burroughs 
Microfilming offers fast, error-free 
filming of merchant’s charge plan 
media automatic feeding of 
intermixed documents with maxi- 
mum protection against overlapping. 


RECEIPTING —Burroughs Commer- 
cial Tellers Machine speeds the re- 
ceipting of merchant’s charge plan 
deposits helps to build good 
will through fast, accurate service. 


PROVING-—For the important jobs 
of proving merchant’s deposits and 
prelisting or postlisting sales media 
for the establishment of cycle con- 
trol proof totals, the new Burroughs 
Multiple Total Adding Subtractor 
speeds figure handling, increases ac- 
curacy. This new machine provides 
instantaneous group and grand totals 
without relisting, has convenient di- 
rect subtraction in dual registers. 


WHEREVER THERE’S BUSINESS THERE’S 


Burroughs 


hs E 


handling of accounts—and Burroughs’ years 


Do All Your Merchant Charge Plan 
ccounting on Burrou 


of experience in the bank and retail fields 
can be invaluable to you in improving effi- 
ciency, making more profit through reduced 
overhead expense. For aid in developing the 
best accounting operation for your charge 
plan, call your local Burroughs man today. 












Use Burroughs’ interchangeable cam- 
eras to microfilm sales tickets upon 
receipt—for protection against loss, 
for easy reference and for audit aid, 
to microfilm customer statements and 
supporting media prior to mailing— 
for a permanent billing record. 














Burroughs 








Collecting Bank’s Duty 
The United States Court of Appeals 
(Sixth Circuit) has held a collecting 


/ / bank liable to its principal for failure dea 
Ne TY) S WZ e J to follow instructions of the forward. | \~ 
e s ‘ 3 2 cou 

ing bank to notify immediately when § - 
. sur 
M b t / / there was non-payment. The forward- poe 
0} C CQAU 1 Uu * ing bank was in Georgia and the col- = 


lecting bank in Kentucky. oi 


A shipper of cattle drew and depos- tak 
y/ ited 15 sight drafts over a period of ity 


the 
res! 


time with his forwarding bank, with , 
e ° z wo! 
instructions to forward to a certain ht 
: i whi 
bank for presentation and collection, effo 


and instructions accompanying each in 
Cc oa t Cc i &. draft stated that if they were not paid J 4;, 
upon presentation, the forwarding wer 
[aE ENS bank was to be notified by telegram. § 4,6, 
MAIN OFFICE = On the first 13 drafts, 11 to 25 days as 
UNION TRUST COMPANY had elapsed between date of deposit and 
— and date of collection, and the evidence 
= showed numerous complaints from for- 
warding bank to collecting bank. 

When the drawee failed to pay the 
-— ——Dowtars last two drafts, it was held that the 
drawer had an action against the col- 
lecting bank which was not waived by 

SES the delay in the previous 13 drafts. 
The designated collecting bank, said § we 
the Court, was agent of the drawer and § of V 
failure to disclose knowledge of the § nat 
drawee’s financial circumstances and § Nec 
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Bank/Mark checks are individually designed for your bank at no 
extra cost. Here’s why they mean extra safety, immediate identi- 
fication, added prestige: 











to follow instructions with reference T 

to notice of dishonor was a breach of § "es! 

Your trade-mark, as created for PD duty making the collecting bank liable § one. 
you byTodd craftsmen, is centered e i for the resulting loss to the drawer. — "¢ 
in the surface design of every = — Bank v. Bank, 200 F. § tew 
chock. 2d 835 (1952). " 
the 

So Sd a to b 

The surface background pattern— : the 
designed exclusively for you—pre- Payment for Counsel fort 
vents counterfeiting. in a Trust Case T 





“In making payments of counsel § the 
fees without the court’s consent, the § the 
trustees acted at their peril,” said the § pan 
“Burglar alarm” voids appear io vale, “voit ¥ Supreme Court of New Jersey recent- § wh, 
hanna chemical wren is MP vo1e So vo: ly when it ruled that the court had the J ma 
attempted. 19 “ES, right to fix the value of expert legal F go, 

oF counsel in a trust case. Implied in the § jing, 
ruling was that the payment should pp 
not have been made until such worth § joj; 
The contrasting color on the back of counsel was determined and fixed T 
of the check—our two-tone process by the court. to ¢ 
—makes duplication virtually The trustees for the dissolution of 4 J yyy 
impossible. trust company had executed an agree § ging 
ment with another bank under the § ¢q) 
terms of which the second bank pul- § inf; 
chased the trust company and also 4 sary 
| bank which the trust company owned. § fo, 

Following the execution of the col- & not 
tracts, the trustees in dissolution of § sire 
the Trust Company, its former direc only 
tors, were confronted with the problem § sho 
of carrying out the terms of the agree § han 
ment in such a manner as to insure 4 § jay 
minimum assessment of capital gal! § jn 
taxes by the Federal Government. T0 § sho, 
aid them, the trustees called into COM & the; 
sultation a member of the bar who was ” 
oe a well-known expert in the field of fet F sho 

enanall eral taxation. He prepared a plan fol & tne 























THE TODD COMPANY, Inc., 
Dept. BCH, Rochester 3, N. Y. 


Please send me complete information about 
Bank/Mark Checks which you design FREE. 


Name 





Address 





City State. 
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the liquidation of the two banks which 
resulted in a tax savings of $200,000. 

The attorney’s bill was $56,000, but 
was later reduced to $54,000. The 
court fixed the worth at $40,000 and 
surcharged the difference to the trus- 
tees, saying: 

“In considering the value of the 
services rendered by counsel, the court 
takes into consideration the legal abil- 
ity of the attorney, the amount of 
work which he does, the skill with 
which he does it; the success of his 
efforts and the amount involved. He 
is an expert in the field of taxation. 
His experience has been great. The 
work which he performed for the trus- 
tees, upon which he spent some 400 
hours, was performed expeditiously 
and efficiently.” Gardner et al. v. Baldi 
etal. 93 A. 2d 644 (1952). 
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CREDIT CODE 


(CONTINUED FROM PAGE 33) 

we can make this known to the source 
of which we inquire and thereby elimi- 
nate duplication, loss of time and un- 
necessary expense. 

The education of customers and cor- 
respondents is a long and continuous 
one, but the efforts of all of us engaged 





in credit information exchange will be | 
rewarded if we faithfully practice this | 


fifth division of the Code. 

6. When more than one inquiry on 
the same subject is sent simultaneously 
to banks in the same city, the names of 


the other banks should be plainly set | 


forth in the inquiry. 


There has been some question in | 


the minds of credit investigators of 
the need for actually naming other 
banks contacted in a letter of inquiry, 


when more than one checking is being | 
made. However, all are agreed that | 


sources addressed should be told that | 


information from their own files would 
be sufficient, if other checkings are 
being made. 

This section of the Code is subject 
to occasional violation and results in 
unnecessary duplication and expense 
since two or more banks doing identi- 
cal jobs must use the same avenues of 
information. It should not be neces- 
Sary to address more than one bank 
for credit data if the depository is 
not known and an investigation is de- 
sired by the inquiring source. The 
only time that more than one letter 
should be directed is when two or more 
banks are known to be directly famil- 
lar with the subject of the inquiry and 
mM such checkings those contacted 
should be advised not to go beyond 


neon their own records for details. 
vi -_ 


of fed- E 
lan for § 





7”. A'lletters, including form letters, 
should year the manual signature of 
the ing:irer to establish responsibility. 
May, 1953 











\ tT TELL YOU, GENTLEMEN, THIS SCHEME 
HAS MORE HOLES IN IT THAN A 
CUMMINS PERFORATOR* CAN PUNCH 
IN A MONTH / “ 


*Cummins Perforators make possible 
the world’s fastest, safest, easiest, 
most economical, most efficient 
Coupon Payment System! 


SINCE 1887 


For 
full information, 
mail coupon 
or phone 
Cummins Business 
Machines 
Division Offices 
in 
principal cities 









bi IN BUSINESS AND BANKS @ SINCE 1887 


OMmmins 
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CUMMINS-CHICAGO CORP., Dept. BC-53 
4740 N. Ravenswood Ave., Chicago 40, lil. 
Please send full information on Cummins High Speed 
C) Perforators () Endorsers 


Name 





Name of Bank 





Address of Bank 





City State 





Len penecenenbenenrenn aan 


Re ee aa - 


~] 
v=) 








STRAYER 


EASY SNAP FILE BOX 


“Style C” 


Corrugated Paper—Hinged Lid 
150 Stock Sizes 





ALL STEEL Sliding Drawer 
1 STORAGE FILES 


INTERLOCK IN STACK—Vertical and 
Parallel Horizontal—AUTOMATICALLY 








MADE ANY SIZE TO YOUR SPECIFICATIONS 
NO STACKING PARTS NEEDED 





We guarantee our transfer Files to please you or no cost to you in the transaction 





«» MAIL ORDERS TO ..}.. 


THE STRAYER COIN BAG COMPANY, New Brighton, Pa. 


Manufacturers of BANK SUPPLIES Since 1914 


STEEL AND PAPER COIN TRAYS AND BOXES— 
COIN BAGS—LOCK-SEAL NIGHT DEPOSITORY BAGS—COIN WRAPPERS 


CURRENCY STRAPS—BANK SPECIALTIES 


























SPECIALIZING IN 
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We offer outstanding service in 
every form of commercial banking, 


including Trade Information and 

Trade Introductions. Our Travel 

Departments will take good care 
of your friends. 


— TH —— 
COMMERCIAL BANK 


OF AUSTRALIA LIMITED 


Established 1866 


632 Offices in Australia, New Zealand 
and London. 


Head Office: 335 COLLINS STREET, 
MELBOURNE, AUSTRALIA. 


Foreign Departments at every Port and 











Commercial Centre. 

















LEADING 
INDEPENDENT 
AND CHAIN 
BANKS 


“The Lowest Priced Modern Changer” 





Over one quarter of the nation’s leading 
banks now using. More than 450 in use 
in one large Western bank chain. Sim- 
plifies change handling. Sturdy alumi- 
num, gray hammertone finish. Parts and 
workmanship guaranteed. 


A TRIAL WILL CONVINCE YOU. 
See your dealer or write factory 
for 15 day free trial. 
With roll-out base — $22.50 extra, 


plus tax. (Model 1107 with silver 
dollar key — $70, plus tax) 
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8. The recipient of a credit inquiry 
is negligent in his duty if he does not 
read carefully each letter of inquiry 
and answer frankly, to the best of his 
ability, its specific questions. 

If, in our endeavor to perform under 
Section 5, we fail to give recognition 
to the importance of Section 8, we are 
falling short of our goal. When specific 
questions are raised by an inquirer, 
every effort should be made to obtain 
the necessary details to answer them. 
No credit inquiry should be considered 
a routine matter, because when reply- 
ing thereto, we are either directly or 
indirectly passing on substantial sums 
of credit for our correspondents or 
customers. When it is found impos- 
sible to answer a question raised by 
an inquirer, this inability should be 
referred to and not ignored. A well- 
written and specific inquiry should al- 
ways be made and likewise answered 
by the recipient to the best of its abil- 
ity. Certainly all of this should clearly 
indicate the weakness of form letters, 
a feature which has been criticized by 
many credit men for a long period of 
time. Ordinarily, a form letter is en- 
titled to no more than a form reply. 

9. In answering inquiries, it is ad- 
visable to disclose all material facts 
bearing on the credit standing of the 
subject, including the basis upon which 
credit is extended. 

The extent of reply to an inquiry is 
predicated on the character of the 
transaction and the source making the 


| checking. Naturally, if the credit in- 
volved is small, it should not be neces- 


sary for the giver of the data to go 


| into any great details, but certainly 





sufficient information should be trans- 
mitted to enable the inquirer to pass 
on the credit under consideration. Or- 
dinarily an inquirer is interested in 


| the following facts regarding an exist- 
| ing or potential customer: 


1. History 
a. How long established. 
. Nature of entity; corporation, 
partnership, proprietorship. 
c. Names of principals as well as 
their background and expeli- 
ence. 
. Type of business. 
2. Bankers’ experience 

a. How long known. 

b. Balances. 

c. Loans; amount, whether ul 
secured or secured; if secure, 
nature of collateral; endorse 
ments or guarantees if any. 

d. Experience with loans; regv- 
lar payout, steady, seasonal, 
etc. 

e. Impressions of management. 

3. Financial 

3. Date of latest statement avail 
able. 

b. If not confidential, current a 

sets, current. liabilities, 0 
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worth and comments regard- 
ing operations and prospects. 
ce. If financial facts are confiden- 


of his tial, general remarks relative 
to position and coverage af- 

under forded indebtedness. 
nition 4. Trade record 
Wwe are a. Direct investigation by source 
specific giving report. 
quirer, b. Summary of results of check- 
obtain ings made by outside agencies. 
them.— 5, Summary 
sidered a. Overall opinion of risk. 

reply-§ 10. Indiscriminate revision of files, 


ctly orf when there is no real need for infor- 
sums § ination, is wasteful and undesirable. 
nts orf File revision should be made only 
Impos- § with appropriate reason and not for 
sed by ff the purpose of keeping files up to date 
uld bef if the subject is not currently employ- 
A well. ing the facilities of the inquiring 
yuld al- source. Unnecessary investigation 
swered § places additional burden on a gratui- 
ts abil- § tous service and has no real benefit. 
clearly} 11. Where periodic revision of file 
letters, information is made, it may be desir- 
ized by able to give your own experience in 
riod Olf the letter of inquiry, in order that du- 
r IS €l-§ plication and unnecessary correspond- 
eply. ence may be kept to a minimum. 

t is ad- Some banks do follow this practice, 
l facts # but many others could to the benefit of 
of the§ all concerned. 

n which 12. In soliciting accounts, it is not 
_. E permissible nor the part of good faith 
julry 1S for the soliciting bank to make inqui- 
of thef ries from a competitor without frankly 
cing the f disclosing the nature and object of the 
edit in- § inquiry. 








e neces- Faithful performance under this | 


a to £0 § section of the Code is one of the major 
ertainly § factors contributing towards the free 
e trans- § exchange of credit data among banks. 
to pass § If any institution is found guilty of 
ion. Or- violation, it is branded as being un- 
ested I § worthy of future consideration. 

in exist- 


N CONCLUSION, it might be well 

to reiterate the necessity for re- 

oration, § Yealing the full particulars which give 
yrship. § “Se to an inquiry when conducting an 
; wellas@ “Vestigation. There has in recent 
experi: @ Years been such deterioration in the 
handling of credit checkings that many 

banks have quite rightly become very 

strict in the answering of credit in- 

quiries unless full particulars as to the 
character of the inquiry are stated. 

nee The majority of credit inquiries proc- 
secured, “Sed by banks have their origin in a 
endorse “ade transaction, and it should be the 
f any. § Policy of every bank accepting an in- 
5 quiry from its client to ascertain if 


Ss; regu: : sg ; 
onal the request is a legitimate one and, if 
scar = . . s 
| 80, to obtain full particulars relating 
to the nature and extent of the credit 
rement. 


| contemplated. The process of educat- 
_p ng our mercantile friends along these 
nt avail lines is one which we bank credit peo- 
ple mi st carry on through our own 
facilities, Certainly, if all of our per- 


rrent asi 
i Sonne! were made to understand and 


‘ies, né 
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ARE YOU LOOKING TOWARDS PERU... ? 


The promotion of Peruvian foreign trade has been 
one of the main objects of our bank ever since its 
foundation over 60 years ago. If you are interested 
in doing business in Peru a letter addressed to us 


will assure you our friendly co-operation. 


BANCO DE CREDITO DEL PERU 
Head Office — — LIMA 


Throughout 


CAPITAL - S/.60,000,000.00 
SURPLUS - S/.55,925,356.01 


"Peru's Oldest National Commercial Bank" 


the Country 





























Thirty-three full-facility 
offices located in twenty-four 
Arizona communities enable 
us to furnish accurate first- 
hand information on every 
phase of Arizona’s economy. 
Your inquiries are cordially % 
invited. 







ARIZONA’S STATE-WIDE BANK 
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STANDARD 


Wherever money is wrapped! 
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A Complete Line of Money Wrappers 





Currency Straps 
ABA Style Straps 
Auto-wrap Bill Bands 


Cartridge Cointainers 
Tubular Coin Wraps 
Window Coin Wraps 


Send for Free Samples 


STANDARD PAPER GOODS MFG.CO. 
WORCESTER 8, MASS. 


| plant that sets its roots deep in the 


_ sons. 


| deposit activity. That the improved 








inclu 
made 
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practice the Code, the problem of the 
vaguely worded inquiry could be elinj. 
nated. 

We can never overstate or overem. 
phasize the importance which should 
be attached to our Code of Ethics and 
the need for every bank credit man to 
be thoroughly conversant with it. One 
of the chief purposes which brought 
about the founding of the Robert 
Morris Associates was the desire “to 
improve methods of gathering, compil- 
ing, analyzing and disseminating cred. 
it data.” The Code of Ethics for the 
Exchange of Information is the very 
cornerstone on which we have erected 
the mutual confidence, respect and co- 
operation which makes possible the 
attainment of this goal. 
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FARM REPRESENTATIVE 


(CONTINUED FROM PAGE 40) 





year for roads, schools, fairs and vari- 
ous civic movements. 

The farm representative has been 
recruited frem another field of en- 
deavor. There are two ways he can go. 
First, he can rest upon his laurels as 
a fine former county agent or a good 
soil conservationist, just to be dis- 
played like a fine stalk of corn which, 
even though it grew well in the past 
season, is destined soon to wither and 
become discarded. Second, he can be- 
gin anew at a task of building a pro- 
gressive farm program for his bank. 
He would thus be like a_ perennial 


soil to grow green throughout the sea- 
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We now number 500. Five years 
from now we will either be several 
thousand or practically none. It just 
depends upon what we produce. 
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SERVICE CHARGES 


(CONTINUED FROM PAGE 35) 
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measured service charge contained no 
provision for a charge on deposited 
items, except float charges which were 
frequently excessive, especially whel 
there was no provision for offset by 
the earnings credit. That full analysis, 
though it reached the highest point 0 
equity between depositors and banks, 
was not necessary for all country bank 
accounts. . 

What the Commission recommendet 
then, and still recommends, is a “Sit 
plified Analysis Plan.” This provide 
for: 1. A maintenance charge. 2. The 
same per item rate for ledger entrie 
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including checks paid and deposits 
made, and for out-of-town items in 
deposits except bank money orders and 
travelers checks. 3. An earnings credit 
or allowance based on the minimum 
monthly balance. 

The simplicity of the plan and the 
high degree of accuracy and fairness 
that it carries for customer and bank 
alike have now been proved by actual 
experience. Since 1946 hundreds of 
banks in all sections of the country 
have put it in operation and have 
found it a highly satisfactory substi- 
tute for former plans. A big factor in 
time saving has been the use of a chart 
for determining individual charges. 


EXT, following the recommenda- 

tion of Simplified Analysis, was 
the Commission’s work on bank costs. 
This was considered a logical step 
since the exact determination of serv- 
ice charge rates can only be estab- 
lished through a knowledge of bank 
costs. The work of the Commission 
resulted in the publication of “Sim- 
plified Cost Analysis.” This was a 
manual especially intended for the 
use of smaller, non-departmentalized 
banks. It consists of instructions and 
forms designed to enable the bank to 
establish its own cost-finding program. 
It was published in 1948. 

In 1949, the Commission published 
“Current Trends in Bank Costs.” This 
provided comparative cost data ob- 
tained from a representative group of 
banks and served as a supplement to 
“Simplified Bank Costs.” The new 
booklet contained considerable inter- 
pretive information on the subject of 
costs. 

The following year, the Commission 
undertook an extensive survey, cover- 
ing 2,406 banks in the $714-million- 
and-under classification, on the matter 
of the types of plans and the rates in 
use. The results were published under 
the heading of “Survey of Service 
Charge Trends.” 

Since controls were established just 
after this survey was completed, it can 
still be considered as being up to date 
and it does in fact contain a wealth of 
information for any bank that is re- 
Viewing its service charge program. 
The results of the survey are well 
worth summarizing in this article. 
They are: 

1. The trend during the past decade 
Was definitely away from the flat and 
measured type plans and towards the 
Increased use of either the simplified 
or complete form of analysis. Of the 
2,406 covered, 1,162 were using the 
analysis method; 891 used simplified 
analysis and 271 complete analysis. 

2. The analysis plan rates most gen- 
erally used were: Maintenance per 
month, 25, 35 and 50 cents. Item rates 
Were concentrated principally between 
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TWO to speed up service 
YS, and attract New Accounts 













Q 
| drive-in 
window 

like this 


New Auto Bank of the National Bank of 
Jackson (Michigan). There are drive- 
in windows on each side of the building 
and a walk-up window at the end. 


walk-up ss 
(and drive-in) meat 
window » <** 


New Auto Bank of Santa Monica (Calif). 
Commercial Trust & Savings Bank. Note 
the walk-up window in the end, the drive- 
up window at the side. The opposite side, 
without canopy, is designed to accommo- 
date trucks. 





With their practicability now proved beyond any doubt, installation 
of these modern facilities has come with a rush. In a few short years, 
more than 3,000 banks and savings and loan associations have put 
in drive-in or walk-up windows. 


Push-button control of the sliding drawer depository is a new 
and highly appreciated feature of H.H.M. drive-in and walk-up 
windows. The teller pushes a button and the drawer slides out to 
the customer—smoothly and soundlessly. Another press of the 
button and the drawer returns to normal position. Two-way con- 
versations may be carried on at all times. 








Your inquiry will receive prompt and careful attention, 
based on our extensive experience in the engineering and 
installation of all types of drive-in and walk-up windows. 


Herring-Hall-Marvin Safe Co. 
HAMILTON, OHIO 


BUILDERS OF THE U. S. SILVER STORAGE VAULTS AT WEST POINT 


NG HALL: MARV 
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3, 4 and 5 cents. Earnings credit: 74¢ 


. than 
of the 1162 banks were allowing 19 


MORE cents per $100 of minimum monthly yo 
balance. Of the 1162 banks, 897 figureg od a: 


shov 


THAN earning credits on the basis of the 
minimum balance. 


3. Another important fact uncoy- 


ered by the survey was the increased 
number of banks charging for deposit 
7 tickets; 531 of the 1,162 banks, over 


45 per cent, using analysis were charg. 
ing for this activity, whereas a survey 
conducted seven years before indicated 


SPECIAL CHECKING ACCOUNTS that only about 20 per cent of th 
banks using analysis were Seeded * 
WILL BE CONVERTED ei 7 


rates for deposits. 
4. A total of 507 of the 2,406 par- tom 
THIS SEASON ticipating banks were handling special 
10 pele 
rates ranging from 5 to 10 cents per This 
check. Recent observations, it might ) 


Accounts! | be well to add, indicate some of those fp, 
banks which are now charging less 


| than 10 cents per check are consider- now 
WHY? a ing the advisability of increasing their (ha, 
e@ @ 





: ice 
or pay-as-you-go checking accounts, oi 
All but 23 of the 507 were charging beca 


per check rates and some are giving Jf ;. ge 

thought to including a monthly main- ey 

Ask or tenance charge and/or applying a § (om 
minimum monthly charge to these ac- 

BANKERS DEVELOPMENT CORPORATION counts. 8 

Sponsors of “’ “/hreftt Check" The next step to be taken by the Ff goto 
Commission was agreed upon at a 
100 PARK AVENUE, NEW YORK 17, N.Y. meeting of the Service Charge Com- 





LExington 2-2490 mittee held at the time of the recent 
Country Bank Workshop, Louisville. 
This step will represent a consolida- 


























@eeeoeseeoeeoee*ee#ee#e#e#eeeeeee 88 e @ @ @ | tion and a bringing up to date of the 
e e information covered in the above 
SERVING THE BANKING PROFESSION FOR OVER studies in a new booklet to be entitled 
. @ | “A Complete Service Charge Program 
e 0 YEARS WITH FINE QUALITY BANKING FIXTURES @ | for the Smaller Bank.” stoo 
Simplified Analysis will be recom- § mor 
e @ | mended in the new booklet without § on t 
° basic change. It is also planned to in- § 8:30 
e The ETTL Furniture and e clude current representative cost data, F 
° Manufacturing Company e | giving particular attention to thos § Wil 
e Headquarters: 1921-31 N. Twelfth St. e ae which are a as miscel pe 
: aneous service charges. ] 
" Toledo, Ohio. Phone ADams 8239 e@ | A study of miscellaneous service J and 
: : , ' | charges conducted last year, covering § the 
° Detroit Office: 1408 Broderick Tower, Phone WO. 3-9410 e 888 banks, disclosed that there is little | note 
e @ | uniformity among banks covering this J goin 
ETTL offers complete design service and are phase of service charges. However, the § I’m 
e eee eee ee ee © | Commission feels that a listing of all § alon 
e — : @ of the items and services brought forth “] 
in the survey, supplemented by charges § Joh 
© We are thinking about NEW or MODERNIZED FIXTURES for our bank. Without © being made and actual cost ranges for f the: 
e obligation please furnish complete information about your installations and ability e | ese Page pong sce yore ys 2 
a to discuss our program with us. @ | laneous service charge programs. cash 
e e Those banks currently interested wha 
in reviewing miscellaneous service § cour 
* INDIO nanan annennnnneeneeennnsneecseneneereevcsnenetennnentnnnanneectnncntnnneneaeseeeennauteaneeesaneccanaunnteeeesseeeat @ | charges will find it helpful to compare - 
e e the various items included in the sul F for 
NN ea eS ett i OE as A a se ll SPN vey with those on which they are now  plai 
% @ | placing charges. m Pe 
° e A wide variation of policy was dis Spe: 
City closed in the list of 64 miscellaneou’ — smo 
* @ | charges covered in the survey. It wa M 
° — e | found that there were 153 differet! § sup 
eer ere | methods of applying the charges. Fot & star 
eeeenuev020e208202808808808808886868 86 © © @ @ @- example, among the 102 banks, or les f} mai 
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) Spearhawk shortly. 


“ » Smoothiy, allowing the cash is there.” 
was 


fferet! B supply of cash come out, then before 










than one third of the group, that in- 
dicated they were charging for closing 
savings accounts within a limited peri- 
od after opening, these variations were 
shown: Closing within 30 days, 2 
banks 25 cents and 6 banks 50 cents. 
Closing within 60 days, 3 banks 25 
cents and 26 banks 50 cents. Closing 
within 90 days, 1 bank 25 cents, 47 
banks 50 cents and 4 banks $1. Closing 
within 6 months, 6 banks 50 cents, 3 
banks $1 and 1 bank $2. Closing with- 
in 1 year, 2 banks 50 cents and 1 bank 
1. 
"Whe most recent cost information 
accumulated by the Commission on the 
items generally included in basic serv- 
ice charge programs was obtained 
from 18 banks of various sizes selected 
because of their outstanding cost work. 
This information was collected in 1951 
and is shown in the box on page 35. 
By the way of conclusion, it may be 
repeated that the lifting of controls 
now returns the setting of service 
charge policy to bank management. It 
is felt that the various surveys conduct- 
ed by the Country Bank Operations 
Commission and the recommendations 
contained in its publications will assist 
in providing background material for 
determining the bank’s course. 


MR. CLUTCHBILL 


(CONTINUED FROM PAGE 41) 


stood at the bank entrance the next 
morning when the hands of the clock 
on the village church belfry stood at 
8:30. 

Filing in with Cashier John Atwood, 
Willie Dexter, the teller, and three 
woman clerks, he informed them: 

“Now, fellers, Messers Clutchbill 
and McTavish will be here shortly for 
the directors’ audit. Better run the 
notes and deposits so they can get 
going on the adding machine tapes. 
'm going to count the cash 
alone!” 

“Isn’t this sort of sudden?” voiced 
John. “It takes quite a while to count 
the cash in the vault, and we’ll be want- 
ing some.” 

“Take out just as little for counter 
cash as you can. I’ll count and seal 
what’s left in the vault, and count the 
counter cash when you settle tonight.” 

“We may need cash out of the vault 
for the counter later in the day,” com- 


| plained John. 


“Tl! deal it out to you,” stated Mr. 
“All should go 


Mr. Spearhawk watched the meagre 


Starting a detailed count of the re- 
maining vault cash he checked the 
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The PEN 
wt FILLS 
ITSELF 


A new kind of desk pen— 
with the fountain in the base instead 
of the pen. Pen instantly fills 









itself every time you return 
it to the socket. 







ty 


| Finger grip never touches | 
ink. Ne chance for ink to 


TO SELECT OR REPLACE 
--. HERE'S ALL YOU DO 


Ask your stationer 
for a demonstration 






Only a few of the 
more popular point 
styles shown 
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COPYRIGHT 1953, 
THE ESTERBROOK 
PEN COMPANY 


DESK PEN SETS 


THE ESTERBROOK PEN COMPANY, CAMDEN 1, NEW JERSEY 
THE ESTERBROOK PEN COMPANY OF CANADA, LTD., 92 FLEET ST., EAST; TORONTO, ONTARIO 


eThinking of 


INCREASED PRICES 


for your special checking? 


‘REMOVAL OF O.P.S. CEILING 
now enables banks which had un- 
derpriced charges in their special 
checking, to adjust to a more 
realistic and more profitable level. 


PERSONALIZE! It’s the best 
and most effective way for your 
bank to win customer acceptance 
for new prices. 


The price increase is much more 
palatable to the depositor when 
accompanied with personalized 
checks. Imprinted checks also 
make for faster and more accu- 
rate sorting. 


CHECKMASTER OR CHEXCEL 
(our famous, free checkbook or 
sell-the-book plans) provide per- 
sonalized checks at low cost. 


Checkbook cost includes all oper- 
ating supplies — deposit slips, 
ledgers, statements, signature 
cards, etc. — and a continuous 
advertising campaign: leaflets, 
lobby, window and counter dis- 
plays, newspaper ad mats, car- 
cards, other features. 


No investment or advance pay- 
ment. Bank pays only for check- 
book orders actually shipped. 


ALSO PERSONALIZED CHECKS 
FOR COMMERCIAL AND REGULAR DEPOSITORS 


Checkhasler 


SYSTEMS, INC. 


400 MADISON AVENUE, NEW YORK 


17, N. ¥. 
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Reduce Absenteeism 
—keep employees’ wraps dry 
aired, and in press 


With Office valet 
wardrobe equipment 
employees do not 
face weather in damp 
clothing that has 
been crumpled in 


soggy lunches soaked 
by wet hats or mit- 
tens. The 4-foot 3-U 
rack, illustrated, ac- 
commodates 12 em- 
ployees with spaced 
coat hangers, individual hat spaces, um- 
brella racks and overshoes shelf. Other 
units with or without lock boxes, in 
sizes or capacities for every office, store, 
warehouse, factory or institutional 
need, 





Write for Bulletin OV 15 





VOGEL-PETERSON CO. 


112) West 37th St Chicago 9, Ill 





lockers, do not eat | 





WITH YOUR BEST 
BUSINESS FRIENDS WHO USE 


SHREDMASTER 


... the safe, 
silent, clean 
paper-shredding 
machine 


obsolete confidential 
records, waste, etc., into 
unreadable shreds, valu- 
able packing material. 


Jd min... 


Bank of Virginia 
Central National Bank Columbus, Neb. 
Citizens National Bank Waco, Texas 
ee alle. kn. a Pe Ft. Fairfield, Maine 
Marine Bank & Trust Co............ 
Pacific First Fed. S. & L. Assn 
Security Natl. Bank 

Thomaston Savings Bank 

Todd Company 


ddd wiry us... 


write for Circular #5 


THE SHREDMASTER CORPORATION 
Division of Self Winding Clock Company 
201 Willoughby Ave., Brooklyn 5, New York 


Newport, Ky. 
Montclair, N.J. 
Richmond, Va. 


-......Tampa, Fla. 
Seattle, Wash. 
Sioux City, lowa 
Thomaston, Conn. 
Rochester, N.Y. 








bundles against John’s figures with 
the canny knowledge that John would 
later check the money back out of his 
hands. 

Now the situation of the Ferndale 
National’s vault cash is like that of 
most country banks. At the rear of 
the vault stands an old safe decorated 
with lake and mountain views in faded 
colors and holding three interior 
shelves closed by thin steel doors 
guarded by locks and keys. The Fern- 
dale National’s vault cash was parked 
on the top shelf. 

Mr. Spearhawk took out the 20’s 
and 10’s, placed them on a bench, and 


then closed the shelf door on the 5’s 


and 1’s. He fished out a gummed label 
he had obtained at the railway express 
office, wrote his name on it, lapped it 
liberally, pasted it across the steel door 
crack, then settled down to the pleasant 
occupation of handling $5,000 banded 
packets of currency. 

Along about 10:30 he took time out 
to stretch his lame fingers. It was 
then he came into the knowledge that 
his gummed label wasn’t sticking; it 
had humped its back and showed a 
desire to tumble to the floor. He made 
a painstaking investigation and dis- 
covered the steel face of the cash door 
was smeared with a coating of oil 
with which the traveling vault repre- 
sentative protects steel surfaces once 
or twice a year. 

“John!” he yelped from the vault 
entrance, “I’ve got to have the keys 
to the cash door . . . my paster won't 
stick.” 

“There’s only one key to it,” revealed 
John as he came forward digging at 
his key chain. “You want to take 
mighty good care of this key. We’d be 


in a bad way if you mislaid it.” 


“Don’t worry,” sniffed Mr. Spear- 


| hawk, “I’ll keep it tight enough.” 


Just as Mr. Spearhawk was finishing 


| the 20’s and 10’s John stepped to the 


vault door and informed him there was 
someone to see him at the curb. 

Mr. Spearhawk stuffed his counted 
packets on the cash shelf, closed the 
door, locked it and dropped the key 
into his pants pocket. 

Out at the curb a young nephew of 
Mr. Spearhawk’s, Hinkley Butler by 
name, was enthusiastically awaiting 
him in an old jeep. . 

Mr. Spearhawk took one look at his 
nephew’s snatch of yellow hair and 
wide blue eyes and asked gruffly what 
was wanted. 

“Why, unk, aren’t you feeling wel 
this morning?” 

“T’m busy.” 

“I’ve come onto something fol 
ought to see. I’ve come to taxi you tl 
the show.” 

“IT wouldn’t give a nickel to see a 
earthquake this morning.” 

“But look, unk ... a feller has g0 
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eight buffalo in a pasture over in 
Turkey Holler. He’s liable to take 
them away any time, and it’s the 
darndest sight.” 

“Buffalo? It can’t be!” 

“They certainly are, I’ve seen them. 
The old bull looks as big as ten lions 
and just the same color.” 

“Hm’f! Got horns?” 

“Just as sharp as a needle and they 
stick up straight as a flagpole.” 

Mr. Spearhawk looked back at the 
bank. “I can’t make it. Where’d they 
come from?” 

“Montana . . . two thousand miles 
in a truck. They laid down just like 
kittens and enjoyed the ride.” 

“Ugly?” 

“The bull is ... but I’m going to 
get a picture of him—better come 
along.” 

“No, I can’t make it.” Mr. Spear- 
hawk looked at the bank again. “How 
far is it?” 

“Why, just a step. Only twenty 
miles by the river road, then a half 
mile up to the pasture.” 

“Well, hm’f ... well—eh.. .” 

“Come on! It won’t take an hour 
... get you back before lunch.” 




























R. Spearhawk felt of the key safe- 
ly in his pocket. For a moment he 
looked uncertainly at the bank where 
Mr. Clutchbill and Mr. McTavish were 
bent over the tapes on the loans and 
ledgers in the directors’ room. An hour 
or so couldn’t do any harm, he decided. 
“Well, um, make it fast, Hink. I 
shouldn’t do this. Seems like you 
always start up the most eye-screech- 
ing adventures when I’m busiest.” 

By reason of a perpetual squirt of 
gas the jeep arrived a half hour later 
at the buffalo pasture. 

“They’re in sight,” gushed Hinkley. 
“Wished they were nearer. Got to get 
a picture.” 

“Well, my gosh!” exclaimed Mr. 
Spearhawk staring at the odd sight. 

One hundred yards up a thirty acre 
pasture an old buffalo bull, tawny as 
alion save for his blunt dark head and 
shoulders, was lying on the top of a 
knoll and chewing his cud with a 
machine-like bobbing of his dark 
goatee. 

“I. wish Clutchbill were here,” 
grinned Mr. Spearhawk. “I thought it 
Was Clutchbill at first when I looked 
at that buffalo bull.” 

“We'll have to go in. There’s no one 
around—got to get a picture. See! 
There’s seven cow buffalo over beyond 
the bull, you can see their backs.” 

Mr. Spearhawk looked at the high 
Wire fence. “We better stay out here.” 

“Daw, we'll be in the jeep. She’ll 
}£0 anywhere.” 

Hinkley headed the jeep up to a 
large vate placarded “Keep Out,” 
finally untangled the fastening, drove 
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in, then made the gate fast behind him. 

It was just at this time back in the 
Ferndale National that Cashier John 
Atwood stuck his head in at the direc- 
tors’ room door and demanded of the 
bent forms of Director Clutchbill and 
Mr. McTavish the whereabouts of Mr. 
Spearhawk. 

“We’re in need of some of the vault 
cash instantly. The Co-operative 
Farmers’ Plant has come in for its 
payroll. Spearhawk has the key to the 
cash chest, and he’s nowhere in sight.” 

“Probably gone home early to 
lunch,” uttered Mr. Clutchbill looking 
at his watch. “T’ll call him up.” 

A moment later the old director 
hollered over the wire: “Get back down 
here with your key, Spearhawk ... 
oh—eh—you, Mrs. Spearhawk? Tell 
your husband to step to the phone.” 
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The wire crackled back briskly with 
a female voice. “He isn’t here. He’s 
gone with our nephew, Hink Butler, 
over to Turkey Holler to see some 
buffalo.” 

“Clear to Turkey Holler?” gargled 
Mr. Clutchbill in alarm. 

Jumping up, he burst out into the 
banking room. 

“Get your car, John. Spearhawk’s 
twenty miles away over in Turkey 
Holler.” 

“Great heavens!” howled John, “ 
and this payroll waiting.” 

Ten minutes later John’s car was 
racing along the river road. 

“Never mind the curves,” ordered 
Mr. Clutchbill crouching low with 
fluttering goatee. 

Inquiring for the buffalo pasture at 
the nearest hamlet, the car clawed up 
a hill road and there suddenly opened 
on the old director’s vision the strang- 
est sight of his lifetime. 

Racing round a thirty acre hill lot 
midst dust and flying weeds was a jeep 
with two figures sporting wildly 
fluttering wind-blown scalplocks. Hard 
on their trail in full gallop was a 
buffalo bull with glistening needle- 
point horns. Encouraging the bull 
came seven cow buffalo in a cloud of 
dust. 


OHN stopped his car at the gate 

and both he and Director Clutchbill 

gazed in awe at the spectacle with open 
mouths. 

Sighting them, the jeep made a loop 
for the gate, both of its riders show- 
ing daylight under their saddles. 

Clinging to the windshield like a 
sand flea Mr. Spearhawk rose and 
needled into the air: 

“Get the gate open!!” 

“Give me that key!” angrily 
screeched back the old director. 

It seemed hardly ten seconds before 
the entire cortege came boiling around 
again. 

“Get the gate open. Get a red flag 
and head him off,” screamed Mr. Spear- 
hawk from the top of a high bounce. 

“Can’t open gate,” telegraphed Mr. 
Clutchbill in a high yell, “. . . buffalo’d 
come out—be held for damages . 
get me that key!” 

Bounding away again like a rabbit, 
the jeep left Mr. Spearhawk hollering 
back a train of inaudible directions. 

Before the third round Mr. Clutch- 
bill had laid hold of an idea. And as 
the stampede flashed past he yelled: 

“Keep ahead of bull. We’re going 
for help!” . 

“Hurry! Gas getting low!” came 
fading back from the jeep. 

John’s car under Mr. Clutchbill’s 


| orders made a rapid trip to the first 
| farm house where the news of the jeep 


and buffalo race was reported. It was 
here that the old director obtained the 


loan of a casting rod for trout, ap 
ample reel, line, sinkers and piece of 
wire. With the outfit on board John’s 
car they made a fast return to the 
Wild West Show at the buffalo pasture. 

Instructing John to flag the jeep to 
come in close, Mr. Clutchbill got out 
and hastily assembled his fishing rig, 

Due to John’s efforts with a waving 
handkerchief, the jeep answered with 
a hurried blat from its horn, and the 
buffalo bull, hard on the jeep, answered 
with a bellow that made the pasture 
gate rattle. 

By this time the old director was 
mounted on top of the gate. 

“Spearhawk! Get the vault key 
out!” he yelled waving the fish pole 
as the cavalcade plunged past. “Be 
ready on next round!” 

Instantly Mr. Clutchbill began a 
practice casting which gained length 
as his line with lead sinker and hooked 
wire sped farther and farther out on 
the pasture sod. 

“Here they come again!” warned 
John. 

The old director braced himself. 

“Hook-key-to-line! Hook key to 
line!” he began shouting as the jeep 
careened toward the gate. 

Suddenly Mr. Clutchbill made a long 
cast. The line fell sweet and accurate 
over the flying jeep. 

Clutching like a madman, Mr. Spear- 
hawk clung to the line. As it ran out 
of the humming reel he frantically got 
the vault key onto the bent wire at the 
line’s end just as it snapped out of his 
fingers. 

Mr. Clutchbill gave a_ back lash. 
Fluttering overhead came the shining 
little key. Instantly as it landed behind 
the old director, John pounced upon it. 

A few moments later the jeep man- 
aged another loop past the gate. 

“Help!” came Mr. Spearhawk’s 
frantic yell. “Gas almost gone!” 

“Help’s coming. Keep ahead of bull,” 
hollered Mr. Clutchbill, and thien to 
John: “Shoot for the bank.” 

Before the village clock struck 3, 
a key was inserted in the cash chest 
of the Ferndale National. A few mil- 
utes later a relieved messenger of the 
Co-operative Farmers’ Plant was 
trudging to his office with a payroll. 

At supper time that evening Mr. 
Clutchbill’s telephone rang. It was 
Mr. Spearhawk on the wire. 

“Much obliged, Aaron,” 
feeble voice. 

“Huh, you home already, Speal- 
hawk? You get down to the bank at 
8 in the morning and count that cash. 
You'll have to start all over.’ 

“Eh, Aaron, you ought to see meé. 
I’m as black as a crow all over from 
bumps. Folks came and headed him 
off till we got out. II] health compel 
me to resign as chairman of the audit 
committee.” 
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